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What’s So Interesting? 


These men are attending one of the Advanced 
Underwriting Conferences being conducted in major 
U.S. cities by a four-man team of New England Mutual 
home office executives. Cities being visited include: 
Chicago, Kansas City, Los Angeles, New York, 
Philadelphia, San Francisco, Savannah, Seattle and 
Boston. 


Attending these hard-hitting, two-day sales confer- 
ences are cetecegnail New England Mutual career 
underwriters from surrounding general agencies whose 
experience qualifies them for this concentrated train- 


ing. Subjects covered are business insurance and pension 
trusts, with emphasis on the current market, funda- 
mentals of the plans, promotional aids, and methods 
of solving business problems through the intelligent 
application of life insurance. 


These Conferences, an extension of the Company’s 
highly successful home office training courses, are 
designed to bring directly to the field the benefits of 
up-to-the-minute, advanced training in sales tech- 
niques. They have helped make 1951 the greatest 
production year in Company history. 


The N EW EN GLAND MUTUAL Life Insurance Company of Boston 


The Company that Founded Mutual Life Insurance in America — 1835 
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KEYED ro MODERN weens 


The ILLINOIS MUTUAL CASUALTY COMPANY, 


home office — Peoria, Illinois, has the tools with 
which you may build the best Accident—Sickness— 
Hospital—Medical—Surgical and Polio insurance 
business in your community. Over 40 years’ experience 
in insurance confined exclusively to this field. 
Desirable agency openings in Illinois, Indiana, Michigan, 
Minnesota, Missouri, Ohio and Wisconsin. 









Illinois Mutual Casualty Co. Sif 


HOME OFFICE: 411 LIBERTY ST. PEORIA, ILL. W 


E. A. McCORD Cc. C. INMAN 
President Executive Vice President 
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Registered Life Protection 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President Home Office: Dalles 


Life insurance in force exceeds $345,000,000.00 
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Managers’ Group of 
INALU Plans Session 
fat Chicago Mid-Year 


Discuss Program at 
First Directors’ Meet 
of New Conference 


Plans for a two-day management pro- 
gram to be held in connection with the 
mid-year meeting of National Assn. of 
Life Underwriters at Chicago, March 
11-20, were laid out at the first direc- 
tors’ meeting of the newly-organized 
General Agents & Managers Confer- 
ence of N.A.L.U., held at association 
headquarters at New York City. 

The proposed program will open with 
a luncheon on Monday, will continue 
with a meeting in the afternoon, fol- 
lowed by an evening dinner program 
and conclude with a session on Tuesday 
morning at which outstanding speakers 
of national importance will appear. | 
George Neitlich, Metropolitan Life, 
Boston, was elected director of the con- 
ference succeeding William L. Hardy, 
West Coast Life, San Francisco, who 
resigned after being named director of 
agencies of his company. | 

John Marsh, Lincoln National, Wash- 
ington, membership chairman, reported 
that the conference now has 1,066 mem- 





bers. This is considered encouraging 
because a large membership was not 
expected until some days following the 
turn of the year. 


Membership of 100% Expected 


Existing managers’ associations across 
the U. S. have been invited to apply for 
membership in local units, and virtually 
one-third of the 99 such associations 
have already done so. Membership of 
100% is expected by Feb. 29. All appli- 
cants for membership on or before 
that date will be enrolled as charter 
members, and will receive special cer- 
tificates. 

A brochure telling the entire story of 
the conference has been prepared by 
Halsey D. Josephson, Connecticut Mu- 
tual New York City, chairman of the 
committee on publications, and will 
shortly be distributed to general agents 
and managers who are members of 
N.A.L.U. The committee on ex- 
tension will make a survey of the 
99 local managers’ associations to 
develop information which will assist 
in the formation of new | as- 
sociations, according to Committee 
Chairman Ray H. Wertz, ‘Reliance Life, 
Detroit. He stated further that plans 
are also being formulated for the estab- 
lishment of a closer relationship be- 
tween the conference and local man- 
agers’ groups. 

W. Thomas Craig, Aetna Life, Los 
Angeles, immediate past chairman and 
chairman of the committee of past na- 
tional chairmen, reported that 10 of the 
19 past chairmen are still active heads 
of agencies and that all have accepted 
appointment to serve on his committee. 
The nine remaining chairmen who led 
the group from its inception in 1931, 
two are deceased, several are retired 
and the balance are serving as com- 
pany officers. 

Others present at the meeting were 
Charles W. Campbell, Prudential, New- 
ark, chairman; M. L. Camps, John Han- 
cock, New York City, secretary; Wil- 
liam A. Arnold, II, John Hancock, New 





Consumer Credit 
People and N.A.I.C. 
Group Reach Terms 


MIAMI—Hicgh lights of new rules and 
regulations covering life and disability 
presented to the meeting of Consumers 
Credit Insurance Assn. by an insurance 
commissioners committee were full reve- 
lation of delivery of policies to all, 
whether under group or individual con- 
tract, and provision for policy terms 
to be commensurate with premium 
charged. Commissioners and industry 
were in agreement by the end of the 
meeting Saturday and the rules will be 
presented at the meeting of zone 3 at 
Panama City, Fla., in April. 

Commissioner Larson and E. A. Fair- 
cloth represented Florida, J. S. Hale, 
actuary, the Tennessee department, 
Judge J. Van Wilhite, Georgia. 

Coastal Life and Southern Life of 
Atlanta were elected members of 
C.C.I.A. The total membership now is 
14. The budget for 1952 is $25,000, over 
half for bettering relations between in- 
dustry and public. 

One family in every five voluntarily 
bought insurance to cover small loans 
or installment contracts during 1951, 
C.C.I.A. reported. More than 10 million 
separate policies were bought to provide 
life insurance and disability coverage for 
consumer credit. 

Sale of credit life insurance increased 
more than 40% in 1951 over 1950, while 
credit A. & H. insurance increased by 
150%, Jean Brandt, executive secretary, 
reported. 

Sale of credit life insurance in 1951 
totaled about $3 billion 700 million, Miss 
Brandt reported. 





WSB Names Committee for 
Health & Welfare Petitions 
WASHINGTON — Wage Stabiliza- 


tion Board has appointed a six-man tri- 
partite committee headed by Wilbur 
Cohen, Social Security administration, 
to act on petitions for approval of 
health and welfare plans not auto- 
matically approvable under general wage 
regulation 19. 

The committee will meet here Jan. 21 
to determine procedures in handling 
such petitions. Required forms for re- 
porting health and welfare plans will be 
available about Feb. 1, the board stated. 

If terms of a proposed plan, or 
modification of an old plan vary from 
definitions or contain any feature listed 
in criteria established by regulation 19 
and wage board resolution 78, such plans 
will be submitted to the new committee 
for action. 

Besides Cohen, the committee includes 
Frank Pierson, economics professor, 
Swarthmore College; Frederick P. Sloat, 
New York insurance and pension con- 
sultant; Dudley M. Mason, director of 
personnel research, Armstrong Cork 
Co.; Carl Huhndorff, research director 
International Association of Machinists 
(AFL); Kenneth Kramer, insurance and 
health director, Textile Workers of 
America (CIO). 








York City; William J. Nenner, Penn 
Mutual, Cleveland; W. Henley Blohm, 
Provident Mutual, Cincinnati, and Wil- 
liam E. Hays, New England Mutual, 
Boston. 

Guests included Dr. Davis W. Gregg, 
dean of the American College, and H. 
Fred Monley, assistant director of com- 
pany relations of L.I.A.M.A._ Rep- 
resenting N.A.L.U. were B. N. Wood- 
son, managing director, and L. W. 
Jackson, associate director of field serv- 
ice and administrative assistant to the 
conference. 


Continue Intensive 
Conferences on 
Revising Sec. 213 


NEW YORK—Company and New 
York department committees seeking to 
work out improvements on section 213, 
the New York expense limitation provi- 
sion, are continuing to work intensively 
to produce a bill that will be satisfac- 
tory to both the companies and the 
department. 

Both sides exhibit a spirit of determi- 
nation to get a bill ready soon enough 
so the legislature will have ample time 
to consider and act on it. 

One matter that is being considered 
more or less de novo in these confer- 
ences between the Life Insurance 





The Linton-McKinney proposal to 
amend section 213, rather than sup- 
plant it with a new article, contains 
a provision giving companies the op- 
tion of putting the soliciting agent’s 
compensation outside the agency ex- 
pense limit, as in the draft of proposed 
article IX-F of the L.I.A.A.L.C. com- 
mittee, or to keep it subject to the 
agency expense limit, as in present 
section 213, according to reliable 
sources. 





Assn.-American Life Convention com- 
mittee and the department’s technicians 
is the revision of the section in the pro- 
posed new article dealing with monthly 
debit ordinary. Until quite recently most 
of the attention had been focused on 
ordinary. Weekly premium insurance, 
covered in section 213a, is not being 
considered at this time, as the Condon 
committee of the New York legisla- 
ture, which is considering proposals for 
the expense limitation revision, felt that 
the time was too short to do both jobs. 

Paul L. Bleakley, counsel of the Con- 
don committee, said Thursday that the 
committee would decide the next day on 
a date for the next hearing and that it 
would be necessary to give about two 
weeks’ notice. The committee had ex- 
pected to pick a date by early this week 
but has been holding off to give the 
department and the company groups a 
chance to resolve the various differences 
of opinion on how to make the needed 
changes. 


Double Barreled Approach 


Efforts to produce an acceptable bill 
are still proceeding on a double-barreled 
basis, as described in last week’s issue. 
The L.I.A.-A.L.C. committee’s six-man 
subcommittee, headed by Roger Hull, 
executive vice-president of Mutual Life, 
is using the committee draft of a pro- 
posed new section, IX-F, as the basis 
for its negotiations with the department. 

President M. Albert Linton of Provi- 
dent Mutual, chairman of the actuarial 
committee that drafted the revisions of 
section 213 the last time it was re- 
vamped, and Vice-presidents Gordon 
D. McKinney and H. B. Wickes of Se- 
curity Mutual of Binghamton, N. Y., 
are working with department tech- 
nicians on a proposal for amendments 
to present section 213 that keep as much 
of the law’s wording as possible rather 
than substitute a new section for it. 

If both drafts prove satisfactory to the 
department and the companies it might 
be that the decision would be to give 
the legislature its choice of the two ap- 
proaches to correcting what is wrong 
with the present law. 





Suter General Agent 


Charles F. Suter has been appointed 
general agent at Washington, D. C., for 
Massachusetts Indemnity. He has been 
the assistant general agent. 


Insurance Companies 
Assured of Equality 
With Blue Cross 


Conference Between Life 
Insurers, WSB Staff Clears 
Welfare Plans Treatment 


The concern which many insurance 
people felt because of the apparent bias 
in favor of Blue Cross welfare plans 
contained in the recently issued wage 
stabilization board regulation and reso- 
lution has been made needless as a re- 
sult of conferences between representa- 
tives of Life Insurance Assn. of Amer- 
ica and American Life Convention and 
members of the WSB staff. 


The outcome is that the usual type 
of insurance company group hospitaliza- 
tion and A. and H. coverage, as well as 
the typical Blue Cross plan, will be 
approved by the WSB. 

Most of the concern was about sec- 
tion 3B in the WSB resolution accom- 
panying the regulation. This says, “hos- 
pital expense—any unusual type of ben- 
efit, e.g. special nursing, full payment 
for private room, blood plasma, treat- 
ment of tuberculosis, nervous or mental 
cases for a period in excess of 30 days 
for each confinement, rest cures.” 

The WSB has now given assurance 
that it will interpret the word “unusual” 
in the above to mean unusual for Blue 
Cross, and require their consideration on 
an individual case basis only where Blue 
Cross is the insurer. Features that are 
unusual for Blue Cross but typical of 
insurance company plans will not neces- 
sitate individual consideration for the 
latter, unless the special features are 
mentioned specifically. Ordinarily they 
are not. However, hospital expense 
policies providing benefits for other than 
room and board of more than 50 times 
the policy’s daily rate for room and 
board will be subject to special scrutiny 
by the WSB staff. 


Hospital Expense Bulletin | 


A joint A.L.C.-L.I.A. bulletin sent 
out this week states: “Hospital expense 
policies may either limit reimbursement 
to the cost of semi-private care, or 
specify an amount of daily benefit for 
room and board comparable to the level 
of the prevailing semi-private charges in 
the area of employment. For the latter 
purpose, it will facilitate processing of 
proposed plans if the filing is accom- 
panied by evidence of the charges being 
made by hospitals in the area.” 

Section 3 C of the review criteria pro- 
vides that surgical expense insurance 
containing any unusual type of benefits 
must also, in general, be subject to indi- 
vidual case approval. Major surgery 
at the patient’s home or doctor’s office 
is given as an illustration. It is not 
anticipated, however, that this provision 
of the resolution will prevent approval 
under the 30-day procedure of policies 
which do not restrict the place where 
the surgery is performed. 

An insurance company may submit its 
standard surgical insurance policies for 
approval by the WSB staff, and such ap- 
proval may carry with it a determination 
that no feature of the surgical coverage 
will be considered unusual. Companies 
should send their surgical policies or 
riders to the joint 4.L.C.-L.I.A. Wash- 
ington office, 1000 Vermont avenue, 
N.W., Washington 5, D. C., which will 

(CONTINUED ON PAGE 9) 
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Continue to Roll In 


AMERICAN UNITED 

American United Life of Indianapolis 
had the largest amount of paid-for new 
business in history, exceeding the 1950 
figure by 16%. Insurance in _ force 
reached $487,383,753. The 1951 insur- 
ance in force exceeded the 1950 gain 
by 48%. 


BUSINESS MEN’S ASSURANCE 

New paid life insurance for Business 
Men’s Assurance reached $136,833,716, 
a 15% increase over 1950 and the great- 
est amount in history. Total life insur- 
ance in force reached $541,097,995. Total 
A. & H. premiums of $13,292,107 were 
greater than any year in history, and 
7% ahead of the previous record year, 
1950. There were more than 93,000 
benefit checks paid during the year to 
policyholders and beneficiaries. The total 
of these benefits reached the record 
amount of $12,778,698 for 1951, bring- 
ing total payment since organization to 
$125,186,679. 


HOME LIFE, N. Y. 

New ordinary produced during 1951 
by Home Life of New York broke all 
production records for the second con- 
secutive year with a year-end total of 
$113,738,347, a 4.3% increase over the 
new ordinary business in 1950. Size of 
the average policy in 1951 was $12,130. 


MIDWESTERN UNITED 
Midwestern United Life of Fort 
Wayne in its second full year of busi- 
ness paid for $19,944,061, which rep- 
resents an increase of 53% over the 
amount paid for in 1950. There was 
$40,435,880 in force at Dec. 31. Since 
the company began business in August, 
1948, a total of $47,049,358 has been 
paid for and $6,613,4177 has lapsed. 


MINNESOTA MUTUAL 

Minnesota Mutual’s new business for 
1951 amounted to $158,207,776 as com- 
pared to $143,843,323 in 1950. Of this 
total, ordinary business comprised $90,- 
547,968 and group was $67,659,808. Gain 
in insurance in force was $108,046,259, 
the largest in history, bringing the total 
in force to $829,881,905. 


MUTUAL BENEFIT LIFE 

Mutual Benefit Life had the biggest 
paid-for business year in history with 
a total of $258,987,126. This is an in- 
crease of $6,058,908 over the previous 
record year of 1950. There were 16 
agencies having the biggest years in 
their history and 37 of the company’s 
72 agencies showed increases over 1950. 


NATIONAL LIFE OF VERMONT 

Sales of National Life of Vermont 
represented a gain of 20% in new pre- 
miums and 5.44% in new insurance 
compared to 1950. Agents sold new life 
insurance aggregating $126,341,391, the 
second largest volume in history. In- 
surance in force at the end of the year 
totaled $1,220,252,641, an increase of 
$82,008,800. 


PACIFIC MUTUAL LIFE 


Pacific Mutual agents placed more 
than $196 million in new life business 
duing the year, a substantial gain over 
the 1950 sales. The increase in insur- 
ance in force during the year was $141 
million, which is 36% greater than the 
1950 increase. Total in force at the close 
of 1951 was $1,208,000,000. 


POSTAL LIFE, NEW YORK 

Postal Life production was 63% ahead 
of 1950 and triple that of 1949, breaking 
all records. There was nearly $15 mil- 
lion paid for and the total in force went 
over the $62 million mark. More than 
twice as many field men qualified for the 
production clubs than in 1950. The aver- 
age size policy paid-for rose to $7,588. 


UNION CENTRAL LIFE 

Total business written by Union Cen- 
tral Life in 1951 was $130,381,433, the 
largest volume during the past 20 years, 
and is exclusive of increases, revivals 
and additions. Business on life insurance 
plans was $127,778,228, an increase of 
12% over 1950. 

Leading agencies were C. B. Knight, 
New York, $21,851,123; J. C. Benson, 
Cincinnati, $7,082,430, and Theodore L. 
Fowler, Boston $5,039,717. 

The paid total in December was $16,- 
078,604 on life plans, a 33% gain. 





Stresses Importance of 
Newspaper Advertising 


The important role of newspaper ad- 
vertising in acquainting the public with 
the aims and services of the life insur- 
ance companies was stressed by Edmund 
Fitzgerald, president of Northwestern 
Mutual Life, at a meeting of Des Moines 
Assn. of Life Underwriters. 

Mr. Fitzgerald said the selection of 
newspaper advertising was based pri- 
marily on two considerations: ‘First, 
the newspaper reaches the people at the 
level of the local interests, and secondly, 
the use of newspaper advertising on a 
broad scale was made feasible by the 
cooperative program of Institute of Life 
Insurance.” Mr. Fitzgerald added that in 
recent years, basic life insurance news- 
paper advertising campaigns have been 
supplemented in the six largest regional 
and national farm papers. 


Roswell §S. Muller, senior methods 
analyst of Metropolitan Life, spoke at 
a meeting of the Records & Manage- 
ment Assn. of New York. 


N. Y. Life Grants 
$25,000 for Study 


New York Life has granted $5,000 
each to Butler, North Carolina, Ohio 
State, Illinois, and Connecticut Univer- 
sities for study of “the many career 
aspects of the life insurance business 
and to stimulate its professional rela- 


tionships.” 

President Devereaux C. Josephs 
added that the company is interested in 
stimulating the quality, supply and 


training of men and women entering all 
phases of the business, and in encourag- 
ing professional insurance education and 
research. 


Provides Graduate Fellowships 


In addition to providing scholarships, 
enlarged staffs and courses, the funds 
will provide graduate fellowships for re- 
search on attitudes of graduating sen- 
iors to various job opportunities with 
special emphasis on careers in the busi- 
ness. 





Induct President Taylor into 
Metropolitan Veterans Assn. 


With the completion of 20 years of 
service, Charles G. Taylor, Jr., president 
of Metropolitan Life, became eligible for 
membership in the company’s Veterans 
Assn. He was inducted into that organ- 
ization with due ceremony by Leroy A. 
Lincoln, Metropolitan’s chairman, with 
Frederick H. Ecker, honorary chairman 
and himself a veteran of 68 years’ serv- 
ice, as an official observer. 

Mr. Taylor’s 20-year anniversary co- 
incided to the day with the start of his 
second year as Metropolitan’s president 
and the observance was made a com- 
posite event. There are now more than 
15,000 members of the Veterans Assn. 


<The 
COMMONWEALTH 


GommenTanry 
MILESTONES OF 1951 


Looking back over the past year, we can see many significant 


milestones in Commonwealth’s progress. 


They mark occur- 


rences to which we can point with pride today, tomorrow, 


and in the years to come. 


They are signs of a growing 


company .. . a company moving forward with confidence 


to even greater achievements. 


In 1951 Commonwealth Careermen for the first time paid 
for over one hundred million dollars of new business, and 
Commonwealth passed the half billion dollar mark of insur- 


ance in force. 


Now in its forty-seventh year of service, Commonwealth 
looks forward to the passing of new milestones, to the 
establishment of new records, and to another year of great 


progress. 


INSURANCE IN FORCE, DECEMBER 1, 1951— 
$536,005,260 


COMMONWEALTH 
Life Insurance Company 


The Doorway to Security 


Sy _— 
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“In what percent of your sales do yy 
encounter competition from the agi Py shed P 
of another company?” This questig ” dy b 
asked of 4,000 agents by Life Insuray _ A te 
Agency Management Assn., brought t§ 2 still 1 
somewhat surprising reply from mg an tion < 
than half of the 2,542 respondents tk Race! 
competition was found in less than 19 *Provi 
of their sales. al torie 
In collaboration with a membg 2Y°" pens 
company, L.I.A.M.A. polled a list , hed st 
national quality award winners and leg ict of 
ing agents to get their opinions on ce the s 
eral factors affecting their sales of | rake th 
insurance. tocked u 
When agents were asked what th xf ubstas 
considered the best argument to use; af lest e 
making a sale when competition fro Rscconce 
another agent is present, 53% said “4 L ined it 
personal relationship between the pro S the c 
pect and the agent.” None of the oth fe 7 
arguments came close to this one; ¢ oid ‘fe 
next highest was “policyowner servig ed to 
such as promptness in payment ¢ td ad 
claims, change of beneficiary, polj pe ® 
loans, etc.,” selected by 14%. 4 Grim Alt 
_Asked to select the five most effy 
tive arguments from a list of 15 ag . Phe st 
assuming that their companies excell the ware! 
in every item, agents also gave the tyg into, casi 
arguments above frequent listing in se profits, a 
ond, third, fourth and fifth place. Cong Who wet 
bining all five choices, “personal reg MOY: I 
tionship” was selected by 86% of thy the reta! 
agents and “policyowner service” jg OW" func 
73%. O'ther arguments were ranked ig caPt 
this order: credit. 
Financial strength of company, libel) extension 
ality of optional settlements includig obvious 
retirement options; net ledger cost op his estat 
policy, net premium over 20 years, sig DUYINE 
of company, privilege to change to otheg ook as 
policy forms, age of company, initkg Vety 50°! 
gross premium per $1,000 of insurance Our ee 
disability or premium waiver, geograph§ Point the 
ical location of company, first-yexg Would c 
dividend, double indemnity, incontestabig liquid as: 
clauses. or a paf 
corporat! 
starts: C1 
= 2 ment; a 
No Prudential Strike} 2t:;<: 
. . tage of t 
Settlement in Sigh} «tie 
_ As the Prudential strike continue the surv 
into its seventh week, company ani business 
union negotiators were meeting almos oF pera 
continually in an effort to terminate ty Pesonne 
walkout, but with no success. Ther re. 
have been a few minor changes ia poi ™ buildi 
tion on both sides but the stalemate re made p! 
asain diately | 
Locally, in Newark, some 140 striker death. 
were arrested on disorderly condwif May Ha 
charges when they entered the home 
office building and clogged the cort He m 
dors, saying they were calling for infor- able to t 
mation on their personal policies. Thig t use t 
pres to some run-ins with company ofi- al 
cials. en 
A.F.L. union heads have been trying business 
to develop additional support for theg WS SUP 
striking agents. the man 
The company apparently does no ts 
object to putting the $3.14 a week ir- ha the 
creased contribution it has offered to se 
make to the agents’ pensions into some hin by 
other form of compensation if the union or te 
wants it. Prudential is also offering a} ‘** _ 
commission increase equal to anotier is 1° 
$3.45 a week, a total of $6.59. tea: 
The New Jersey A.F.L. is planning the Tre 
a one-day general stiike of all its mem- i oT 
bers in support of the agents. The date i. a 
of the strike, if it is approved, will not ~ ale 
be announced until the day of the} Another 
walkout. Inflati 
a another 
Dickinson Joins Provident | it | 
_G. N. Dickinson, Jr., has resigned a buying 
director of agencies of Shenandoah Life § for him 
to join the pension division of Prov’ § creases 
dent Life & Accident. He joined Shen § public 1 
andoah Life in 1940 as branch offc€ J and mo: 
auditor and was promoted to the post § up and 
tion he has just resigned in 1944. Many b 
fix toda 
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Overstuffed Inventories 
its {Bring Boom in Term Sales 


NEW YORK—Overstuffed inventor- 
jes have resulted in an extra bulge in the 
already burgeoning business insurance 
gales of term and have opened a market 
for still more sales of this coverage. 
Inflation adds to the buying motivation. 
' Samuel L. Zeigen, general agent here 
for Provident Mutual, has found over- 
javentoried merchants a fertile source of 
term sales, for these men are being 
pinched so painfully that they don’t need 
a-lot- of persuading to buy what will 
take the squeeze off them. 

Take the case of a typical retailer. He 
stocked up with goods in anticipation 
of substantial sales. Around: the middle 
of last year the customers developed a 
listlessness about buying. Sellers ex- 
plained it away as temporary, as long 
as they could. Even at the worst, they 
figured, the Christmas buying, rush 
would fix everything. But, as nobody 
needs to be told, the Christmas buying 
was something less than a rush. 


Grim Alternatives 


The stuff was on the shelves or in 
the warehouse instead of being turned 
into cash to take care of expenses, 
profits, and, most of all, the suppliers 
who were by now insisting on their 
money. If the suppliers insisted on cash, 
the retailer had to pay it out of his 
own funds, thereby depleting his work- 
ing capital, or borrow, thereby using up 
credit. Even if he could get a time 
extension from the suppliers, it was 
obvious that it was a liability against 
his estate if he should die before the 
buying log-jam broke, and it didn’t 
look as if the break was going to be 
very soon. P 

Our retailer can see at about this 
point that if he should die the business 
would certainly die, too, from lack of 
liquid assets. For when a sole proprietor 
or a partner or a key man in a close 
corporation dies the familiar cycle 
starts: creditors demand immediate pay- 
ment; accounts receivable slow down 
as buyers look for ways to take advan- 
tage of the situation such as by raising 
objections over defects in goods; labor 
becomes uneasy, not knowing whether 
the survivors will be able to keep the 
business going, with the result that bet- 
ter personnel are sitting ducks -for the 
personnel raiders from competitors. The 
business this owner has spent a lifetime 
in building may crumble unless he has 
made proper arrangements for imme- 
diately pumping cash into it upon his 
death. 


May Have Insurance, Too 


He may have personal insurance pay- 
able to his family or estate. If they were 
to use this to keep the business going, 
they might well be unsuccessful at oper- 
ating it, and thereby lose not only the 
business. but the insurance money that 
was supposed to feed, clothe and house 
the man’s wife and children. 

Inflation puts an additional squeeze 
on the hapless owner. The value of a 
business, including good-will, is meas- 
ured by inflated standards when the 
Treasury takes its measure for the estate 
tax levy. Maybe a business would be 
worth only $50,000 to $60,000 in more 
normal times, but if the proprietor dies 
when it is worth $100,000, that’s what 
the Treasury taxes his estate on, no 
matter how it may depreciate after the 
boom is over. 


Another Squeeze 


Inflation also squeezes the owner in 
another way. Like the life insurance 
agent, his expenses have gone up at a 
faster rate than his gross income. The 
buying apathy has made it impossible 
for him to pass along all his cost in- 
creases to the public, even though the 
Public may think he is doing all that, 
and more. Taxes are up, labor costs are 
up and the profit margin is down. 
Many business men are caught in that 
x today. 


pe. . 


The victims of this multiple squeeze, 
while they don’t see any immediate 
cure for their ills, don’t regard them 
as permanent. Hence, they are particu- 
larly susceptible to the term insurance 
idea. Policies usually run one, five or 
10 years. Even the relatively low pre- 
mium on term isn’t light-heartedly flung 
around by these prospects, of course. 
Mr. Zeigen uses the fire insurance anal- 
ogy, pointing out that of course Mr. 
Business Man carries fire insurance on 
his business, including the inventory 
that is harassing him. Then shouldn’t 
the brain that produced the business be 
insured against destruction? 

One approach Mr. Zeigen uses is to 
tell his prospects that the term insur- 
ance represents only a few pennies per 
sale and that if he had to reduce the 
price that much he wouldn’t. think it was 
a calamity. 

Banks in recent months have become 
tighter about lending; both because of 
federal regulations respecting non- 
defense activities and because of the 
banks’ executives being aware of the 
changing economic situation. Banks are 
more prone to ask owners of close cor- 
porations to sign notes personally as 
well as for the corporation, thereby 
making themselves personally liable for 
the debt. When the loan is to sole pro- 
prietors or partners the banks may ask 
for wives’ signatures. In fact, they may 
ask that the wives of stockholders sign. 

This is not a new practice among 
banks but when a man has it sprung 
on him for the first time, he gets a new 
concept of the credit picture. Banks 
also ask how much insurance is payable 
to the business. Many banks suggest 
buying life insurance at the time a loan 
is granted and some won’t make the 
loan without it. 


L.U.T.C. Enrollment 


Up 25% Over 
Best Previous Year 


Breaking its own record, Life Un- 
derwriter Training Council has experi- 
enced a 25% increase in student enroll- 
ments over its best year to date, 
according to Ralph G. Engelsman, the 
council’s president. Industry-wide co- 
Operation extending from company 
home offices to individual course com- 
mittee chairmen and instructors has 
resulted in a student body of 5,473 cur- 
rently enrolled in 281 classes. This 
compares with 4,400 last year and 133 
in 1947 when the first pilot classes were 
held. : 

An analysis of student applications 
indicates a growing acceptance of this 
two-year sales training course by the 
older, more experienced producers. The 
average student in 1951-52 classes is a 
full-time agent, 37 years of age, with 
over 13 years of schooling. He has been 
under contract 5% years and person- 
ally produces around 100 cases of ordi- 
nary and weekly premium insurance for 
a total volume of $250,000 per year in a 
mixed territory. 

Almost three out of four of the 1,600 
second year students have completed 
the first year of the course, indicating 
that L.U.T.C. is accomplishing its basic 
objective—practical sales training geared 
to greater production. This figure is a 
substantial improvement over one year 
ago. Such a trend may well point to a 
renewed interest in professional training 
and should favorably affect future en- 
rollments in C.L.U. 


Chicago Cashiers Hear Broad 


Chicago cashiers heard Frank F. 
Broad of the Chicago Assn. of Com- 
merce & Industry at their January 
meeting. Mr. Broad spoke on “This 1s 
Our Problem.” 














They All Dream 


It would be just as well not to consult a psychiatrist 
about your dreams. A song written without music says 
“Don’t tell me what you dreamed last night for I’ve 
been reading Freud.” But there are daydreams we all 
indulge in and dreams which are really ambitions. The 
underwriter studying a man’s needs should not overlook 
the possibilities of fulfilling dreams and ambitions. 


They say that every boy dreams of being a sea cap- 
tain, or a soldier, or a cowboy. When the boy grows up 
he will ponder less the picturesque advantages and he 
will hope to be a bank president or what not. But he 
will also have at least some vague plan of being a phi- 
lanthropist. It is a mistake to assume that philanthro- 
pists are old moneybags founding universities. 
dream may be some quite plausible plan of helping the 
family, let us say the grandchildren. 


The underwriter can be helpful in two ways about 
these dreams. He can help the prospect think out what 
he dreams of doing and the prospect can be shown how 
to provide a way of doing it through life insurance. It 
is easy to overlook opportunities by assuming that the 
prospect has some grandiose plan. He is quite likely 
to have a relatively modest plan which is quite capable 
of accomplishment. Every man can be a philanthropist. 
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Quick Action 
on Va. Code 
Bill Is Aim 


RICHMOND—The Virginia insur- 
ance code bill has now been introduced 
in the legislature which went into session 
Jan. 9. This is a monumental document, 
not only because of its bulk (it runs 
to 267 closely printed pages) but be- 
cause it represents the product of delib- 
erations over a four-year span. It is 
a recodification and a revision. There 
are a great number of substantive 
changes but there is nothing of an 
explosive nature or even of a highly 
controversial nature involved and the 
aim is going to be to get the bill through 
by unanimous consent. 

‘The four-year study was conducted by 
Virginia Advisory Legislative Council, 
the committee embracing all elements 
of the business, the chairman being 
E. T. DeJarnette, prominent local agent 
of Richmond who is also a member of 
the lower house of the Virginia assembly 
and who introduced the bill in his 
chamber. 

Strangely enough there was only one 
hearing held on the bill, this being a 
two-day session in September. At that 
time a number of changes were pro- 
posed, mainly by the life insurance 
company interests, and these appeared 
to be mainly of an editorial nature. The 
work previously had been done at meet- 
ings and with the various representa- 
tives being in touch at all times with 
the groups that they represented. 


30-Year Benefits 
Top $70 Billion 


American families have received more 
than $70 billion from their life insurance 
companies in the past 30 years, half 
again as much as the total amount of 
life insurance in force at the start of 
the period, according to Institute of Life 
Insurance. 

Since 1921, the annual flow of benefits 
from life policies has increased from less 
than $1 billon to about $4 billion. Death 
benefits alone have increased nearly 
fivefold from less than $375 million in 
1922 to nearly $1,725,000,000 in 1951. 
This increase, however, was largely a 
reflection of the rise in life insurance 
outstanding. The death rate among pol- 
icyholders has dropped materially in 
these years. : 

Payments to living policyholders have 
grown from approximately $625 millon 
in 1922 to more than $2,275,000,000 in 
1951. Both then and now, the living 
benefits constitute more than half of all 
payments to policyholders and benefi- 
Ciaries. 








Mich. Governor Favors 


Unemployment Disability 


LANSING, MICH. — Unemploy- 
ment disability legislation was recom- 
mended by Gov. Williams in his mes- 
sage to the legislature. He noted that he 
had recommended a legislative study of 
the subject last year and that such a 
study has been undertaken by a senate 
committee. He warns that in formu- 
lating such a program, “care should be 
taken to keep administrative costs to a 
minimum in order that the disabled 
worker might derive the fullest benefits.” 

Broadening of the company invest- 
ment laws also was favored, it being 
noted that only Michigan and Texas 
among industrial states now limit in- 
surance companies in making long-term 
investments in industrial and commer- 
cial properties. Companies now may 
hold real estate no longer than 10 years. 





During 1951, more than 45,000 people 
saw Boston from its loftiest observation 
gallery, the 26th floor of the John Han- 
cock Mutual building. An average of 
180 persons visited the tower every day 
it was open in 1951. 











4 


HteNATIONAL UNDERWRITER 


January 18, 1959 








Huebner Foundation 
to Continue Grants 
Through 1952-53 


The S. S. Huebner foundation for in- 
surance education will continue its 
enlarged fellowship and scholarship pro- 
gram through the 1952-53 academic 
year. The foundation awards its fellow- 
ships and scholarships primarily ‘‘to aid 
teachers in accredited colleges and uni- 
versities of the United States and Can- 
ada, or persons who are contemplating a 
teaching career in such colleges and 
universities, to secure preparation at the 
graduate level for insurance teaching and 
research.” 

Basic grants for non-veterans under 
the current plan will range from $700 to 
$2,000, depending on the qualifications 
and circumstances of the applicants. 
They will cover the normal academic 
year and may be supplemented by addi- 
tonal grants during the summer months, 
which in a number of instances will 
bring the total award to about $3,000 
per person. Other aid may be given for 
research projects or to meet special 
situations. 

To qualify for a scholarship, a can- 
didate must have at least a bachelor’s 
degree and, in addition, will be required 


to certify that (1) it is his intention to 
follow an insurance teaching career, 
(2) that he will major in insurance for 
a graduate degree, and (3) that during 
the period for which he holds the grant 
he will not engage in any outside work 
for pay or profit without the consent 
of the administrative board. in addition 
to these requirements, a candidate for 
a fellowship must also have previously 
had at least one year of satisfactory 
graduate work. Names of successful can- 
didates will be announced in April. 


Expect New Peak in Awards 


Dr. David McCahan, executive direc- 
tor of the foundation, points out that 
the number of awards for 1952-53 is 
expected to reach 21, the peak of the 
1951-52 academic year. He also empha- 
sized the important role which former 
foundation fellows and scholars have 
begun to fill in the 20 colleges and uni- 
versities with which they are associated 
in 15 states and Puerto Rico. 

The cooperating committee, under 
whose auspices financial support for the 
foundation is secured from life insur- 
ance companies in the United States 
and Canada, consists of three appointees 
each from Life Insurance Assn. of 
America, American Life Convention, 
and the Institute of Life Insurance. 
Thomas I. Parkinson, president of 
Equitable Society, is chairman of the 
committee. 
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by field eae “ the Equitable Life of lowa 


SCREENED FOR 


SUCCESS 


I ield underwriters of the Equitable Life 
of lowa are carefully screened to make sure that 
they have selected a field of endeavor for which 
they possess abilities and aptitudes conducive to 
success. The most scientific ‘selection processes 
available are employed for this purpose in order 
that only those individuals clearly adapted to field 
underwriting will be accepted for training. In this 
way, the chances for successful careers are greatly 
enhanced for those who qualify for contracts with 


HOUITABLE 


FOUNDED IN 1867 IN DES MOINES 


OF TOWA 








PROFITABLE WAY TO WEAR OUT PENS 
: 


On his 25th anniversary with the com- 
pany Nathan H. Burgheim, center, was 
presented by Northwestern Mutual Life, a 
plaque consisting of the fountain pens with 
which he has written more than $15 mil- 
lion in life insurance. Mr. Burgheim re- 
ceived a new pen set which to wear out 
writing policies from J. Harry Veatch, left, 
St. Louis general agent. Robert E. Dineen, 
Ist vice-president, right, represented the 
home office. 








Life Men Confer with Frear 
on War Damage Legislation 


WASHINGTON — The position of 
the life companies on war damage 
legislation will be made known to a 
congressional committee for the first 
time when their committee confers with 
Senator Frear, Delaware, chairman of 
the Senate banking subcommittee on 
that subject Jan. 18. 

The group, representing the joint war 
problems committee of Life Insurance 
Assn. of America and American Life 
Convention, is composed of Ray D. 
Murphy, vice-president and actuary of 
Equitable Society, chairman of the war 
problems committee; Berkeley Cox, 
counsel Aetna Life; Charles G. Doug h- 
erty, second vice- -president Metropolitan 
Life; Robert L. Hogg, executive vice- 
president of A.L.C., and Eugene M. 
Thoré, general counsel of L.I.A. 

The life people had sought a con- 
ference with Senator Frear for a num- 
ber of weeks, to clarify their position 
on war damage legislation. The con- 
gressional recess, the holidays and 
other incidents and matters interfered. 


Government Technicians to Attend 


It was indicated Frear was inviting 
other members of his subcommittee and 
of the banking committee to attend the 
conference. Technicians of government 
agencies, including the budget bureau, 
were also expected to attend. 

Budget developed the over-all war 
damage or “war disaster’ act proposed 
to the Frear subcommittee several 
months ago. It contemplates govern- 
ment underwriting of property losses 
up to $20 billions, besides covering 
bodily injury, death benefits, unemploy- 
ment, loss of income and other risks. 

Life interests have been discussing 
a pooling arrangement to apply in event 
of all-out war and atomic bombing. 

The Jan. 18 conference is described as 
purely explanatory, to get the “think- 
ing” of life people as to what they would 
like, what life insurance may need in 
a great national emergency, and to ob- 
tain, if possible, “a meeting of the 
minds” in determining what, if any- 
thing, should be done. 

Life and fire interests were reported 
opposed to the budget bill, the latter 
perhaps not so much as casualty in- 
terests. Casualty wants government re- 
insurance of workmen’s compensation 
and perhaps other liability risks. 

Life interests were presented as 
wanting government to leave them 
alone, so far as war damage is con- 
cerned. They are opposed to govern- 
ment getting into the insurance field 
any more than it has already. Life 
people do not want government to take 
over and pay indemnities under a war 
damage program, it is understood. They 
do not like the subrogation provision of 
the budget bill. 

They do not like having insurance 
singled out in the budget bill as the 
subject or object of a moratorium which 
could be proclaimed in event of national 
disaster. While such a moratorium 
could apply to the insurance as a whole, 
they say its principal application would, 
in fact, be to life insurance. H. 
companies also would be considerably 
affected by the budget bill with its 
moratorium provision, it is said. 


Life Mortgage Men Face 
Senate Banking Committee 


Mortgage men of the life companies 
will be invited to testify on problems 
of the tight mortgage market before 
Senate banking and currency hearings 
to be held soon. Senator Maybank, 
chairman of the committee, indicates 
that the committee will look into the 
whole mortgage picture with particular 
emphasis on proposals to relieve the 
tightness of mortgage credits. Among 
such proposals is a bill introduced by 
Maybank on the final day of the first 
session which would authorize national 
service life insurance fund to invest up 
to 20% of its money annually in VA- 
guaranteed home loans, which could 
mean that more than $1 billion a year of 
government money could be in direct 
competition with private lenders. 

The hearings will also concern the 
proposal by Senator Sparkman to in- 
crease the VA’s direct loan program by 
$150 million. This program originated 
in the 1950 housing act which gave the 
VA the right to make up to $150 million 
in direct mortgage loans to veterans. 





AVAILABLE 


#119 Life Comptroller 39, who has 
had 22 years with two life com- 
panies. Knows both large and 
medium company _ operation. 
Good recommendations. 


Mortgage Loan Supervisor 34, 
good personality. Law degree, 
six years’ experience, handling 
large mortgage loans on all 
types of property. 

Home Office Underwriter 41, 
with 17 years’ experience in 
home office underwriting and 
management. Has managed 
service and underwriting de- 
partments. Very capable. 


FERGASON PERSONNEL 


330 S. Wells Street, Chicago 6, Illinois 
HArrison 7-9040 


#120 


#121 











~ Fine Business Stationery 
is Watermarked 


Fox River 


=COTTON-FIBER PAPER 


= =i) = — 
= INSURANCE BUSINESS 


“Say it’ on Fox River cotton-fiber paper, and it 
will always be there! Cotton-fiber assures per- 
manence for policies, special settlements, office 
forms, all vital correspondence. Hardest file- 
handling hardly shows. Stays white for years 
- has that currency-feel that makes an impres- 
sion of stability. Ask your printer for bond, 
onion skin, or ledger samples . .. . or write 
FOX RIVER PAPER CORP., Appleton, Wisconsin. 
Makers of fine papers since 1883. 
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Give Program for 
New York Managers 
Saratoga Meeting 


The annual meeting of the managers’ 
conference of the New York State Assn. 
of Life Underwrit- 
ers will be held 
Feb. 15-16 at the 
Gideon Putnam Ho- 
tel in Saratoga and 
will have as_ its 
theme, ‘‘Four 
Areas of Social Re- 
sponsibility,” ac- 
cording to Chair- 
man Halsey D. Jo- 
sephson, general 
agent of Connecti- 
cut Mutual in New 
York City. 

The areas of dis- 
cussion will be in- 
vestments, marketing, public relations, 
and actuarial progress. Kelley 
Anderson, president of New England 
Mutual, will discuss “The Social Impact 
of Our Investment Thinking.” Charles 
J, Zimmerman, managing director of 
LILA.M.A., will speak on “The Social 
Effect of our Marketing Policy.” Milton 
J. Goldberg, an actuary in the agency 
department of Equitable Society, will 
discuss “Static or Dynamic Actuarial 
Philosophy?” The fourth area, “Are 
Our Policyholders Listening?” will be 
covered by an editor of a national 
magazine. 

The meeting will be keynoted by 
Clifford B. Reeves, 2nd vice president 
of Mutual Life, and summarized by 
Vincent B. Coffin, senior vice president, 
Connecticut Mutual. 

The meeting will open at 2:30 p. m. 
Friday, Feb. 15, and will conclude with 
luncheon on Saturday. A special car 
will be reserved for New York City 
genaral agents and managers, leaving 
Grand Central Station early Friday 
morning and returning Saturday. 


Dineen Sees Deflation Just 


Around Some Future Corner 


ST. LOUIS—Robert E. Dineen, first 
vice-president of Northwestern Mutual, 
in a speech at a company luncheon re- 
minded his hearers that the business 
cycle will return to conditions where 
estates created through life insurance 
bought in the period of cheap dollars 
will have greatly enhanced purchasing 
power. Mr. Dineen, who was appearing 
at a testimonial luncheon for Nathan H. 
Burgheim, leading agent at St. Louis 
who has just completed 25 years with 
the company, described existing condi- 
tions as having created an unrivaled 
opportunity for the sale of life insurance, 
not only to build estates but to hedge 
against inflation. Ascribing much of in- 
flation to the international rearmament 
race, Mr. Dineen said that as higher 
wages are being paid, people generally 
are over-spending. 


Guibord Shows Good Gains 


In 1951, the first full year for Paul L. 
Guibord as general agent for Connecti- 
cut Mutual in New York City, the 
agency rose from 17th to 9th position 
in paid business. Mr. Guibord was for- 
merly general agent at ‘Rochester, N. Y. 
_ The agency was fourth in volume 
mcrease, $1,600,000. This 39% increase 
was accomplished despite a planned 
decrease of 38% in agency personnel 
in 1951. It was also third in production 
from men appointed in 1951. Louis J. 
Fink was the leading producer both for 
the agency and the company. 5 


Mich. Department Workshop 


A 10-months’ workshop session for 
employes of the Michigan department 
as been launched at Michigan State 
College. One such training period, each 
of a day’s duration, is to be held each 
month through October. 





H. D. Josephson 








First of the workshops, all of which 


cs. 


are designed to fit department staff 
members more efficiently into their po- 
sitions, was given for women employes, 
with the major theme training in effec- 
tive communications. 


NLRB Counsel Refuses to 
Give Up on Old Line Issue 


The general counsel for national labor 
relations board, George Bott, has asked 
the board to reverse itself on its dis- 
missal of charges of unfair labor practice 
against Old Line Life of Milwaukee. 





The original charges grew out of the 
strike between June 26 and Dec. 1, 1950. 
C. W. Whittemore, trial examiner for 
NLRB, ruled last April that the com- 
pany had refused to bargain in good 
faith, He recommended reinstatement 
of 18 former strikers and back pay for 
13 others who were rehired. 

In an order signed Sept. 27, 1951, the 
full labor relations board reversed the 
examiner’s decision. 





Sterling has declared a dividend of 
10c a share, payable Jan. 28 to stock of 
record Jan. 25. 


Zimmer Men Hear Boileau 


The Robert K. Zimmer agency of 
Penn Mutual, Columbus, O., held its 
annual meeting at Granville. Wallis 
Boileau, Jr., second vice-president, was 
the principal speaker. 





Howard J. Minkley, who has been 
with Old Line Life at Milwaukee since 
1936 after attending Marquette, has 
been promoted to associate underwriter 
at the home office. He entered the under- 
writing department shortly after his dis- 
charge from army service. 








Your secretary is two people 
(when you soundwrite with AUDOGRAP H ) 





It’s important these days to squeeze 
more working time out of the working 
day. And GRAY AUDOGRAPH accom- 
plishes just that .. . it increases office 
output up to 30%. 

AupocrRAPH lets your secretary do 
two jobs. She is free to act as your 
executive assistant. Yet because her 
time is better organized, she can slash 


AU KOGRAPE 


AUDOGRAPH sales and service in 180 U.S. cities. See your 
Classified Telephone Directory under “Dictating Machines.” 
Canada: Northern Electric Company, Ltd. Abroad: Westrex 
Corporation (Western Electric Company export affiliate) in 
TRADE MARK “-AUDOGRAPH™ REG. U. S. PAT. OFF. 


35 countries. 


through mountains of paper work. 

And you'll find you'll double your 
own capacity to get things done, too! 
You soundwrite conferences, memos, 
letters, any time. (At home, if you wish, 
because this compact AUDOGRAPH is 
really portable.) 

AUDOGRAPH’s exclusive features 
make soundwriting a simple pleasure. 







NAME 


Features make it finest 


The Gray Manufacturing Company, 
Hartford 1, Connecticut 

Send me Booklet H-1— 
*“Manpower—starts with YOU!” 


To be specific: there’s less bother 
because the disc holds a full hour’s 
dictation. Single-lever control means 
no cumbersome adjustments. Monitor 
light lets you see your voice. (Impor- 
tant when you’re recording telephone 
conversations.) But find out more! 
Send the coupon today. 
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Card Is Readied 
for Group A. & H. 
New York Seminar 


- Bureau of A. & H. Underwriters has 
announced the agenda for an educational 
seminar on group A. & H. Feb. 6-7 at 
New York City. The session will be 
under the chairmanship of Arthur 
Browning, assistant vice-president of 
New York Life. 

The morning session of the first day 
wlil feature papers prepared by E. A. 
Green, 2nd vice-president of John Han- 
ceck; and A. B. Hvale, chief actuary and 
assistant secretary of Continental Cas- 
ualty. 

Mr. Green will speak on “Full Pay- 
ment Hospitalization Insurance.” Mr. 
Green’s paper will deal with market 
demand, underwriting considerations and 
the hospital’s relationship to this cover- 


Mr. Hvale will discuss “Blanket 
A. & H. Insurance.” His paper will out- 
line the various statutory definitions of 
this form of insurance in. addition to a 
general description of blanket cover- 
ages. 

A. M. Kunis, group actuary of U. S. 
Life, will present a paper on “Group 


Coverages on Less’ Than 25 Lives” to 
open the afternoon sesion of the first 
day. He will focus on the unique prob- 
lems of small groups, such as underwrit- 
ing, administrative costs and sales as- 
pects. 

M. D. Miller, assistant actuary of 
Equitable Society, will conclude first 
day discussions with a talk on “Group 
A. & H. Claim Trends.” 

Catastrophe Session Slated 

The morning session of the second 
day will be devoted to catastrophe 
medical coverage. A reappraisal of the 
entire subject will be made in line with 
changes in this field since the subject 
was discused last year. 

Edmund B. Whittaker, vice-president 
of Prudential, will discuss the develop- 
ment of catastrophe medical coverage. 

There will be a panel discussion of 
the specific problems confronting com- 
panies writing this protection, such as 
deductibles, coinsurance, writing with 
a basic plan, time limit for certain de- 
fenses, sales aspects, claims and ‘re- 
serves. The panel wil be led by Wendell 
Milliman, vice-president. of New York 
Life. Members will be J. C. Archibald, 
vice-president of Bankers of Iowa; 
Henry Smith, 2nd_ vice-president of 
Equitable Society; A. M. Wilson, un- 
derwriting. manager of Liberty Mutual; 
Ralph J. Walker, vice-president of Pa- 





TWO ANNIVERSARIES 


Our 41st 





H. R. Lindenberger’s 26th 


H. R. “Mickey” Lindenberger, our District Manager at York, 
Pa., has won wide recognition as a top-notch field underwriter. 
He has been a star producer for The Geo. Wade Agency of 
Harrisburg for the past quarter century. A Life Member of 
the Million Dollar Round Table, “Mickey” has also won the 
National Quality Award six consecutive times. His persistency 
record, in the 90% bracket, is one of the finest in the Company. 
He has been a leading App-A-Week member for 23 years and 
is still going at a championship pace for The Ohio National. 
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cific Mutual, and Mr. Whittaker. 

Neil J. Brown, Hartford Accident, 
will open the seminar as chairman of 
the governing committee of the bu- 
reau. G. E. Light, Travelers, chairman 
of the group and statutory disability 
insurance committee, will explain the 
seminar method of considering group 
subjects and invite participation in the 
discussions. 


Weil Leads Mutual Benefit 

Sidney Weil, Earls agency of Mutual 
Benefit Life at Cin- 
cinnati, led his 
company for the 
seventh year in 
commission  earn- 
ings from new life 
insurance sold in 
1951. Joining the 
company in 1938, he 
became company 
leader in 1943 and 
has held that spot. 
He became a life 
member of the Mil- 
lion Dollar Round 
Table in 1942 and 
has qualified for 11 
consecutive years since. 

Prior to entering life insurance, he 
was president of the Cincinnati Reds 
baseball club. ; 


Hall Joins Occidental of Cal. 


Stewart L. Hall has joined, Occidental 
Life of California as assistant director 
of field training. He has had nearly 20 
years of experience in life insurance, 
starting in the actuarial department of 
Mutual Benefit Life in 1933. He passed 
the first three examinations of the 
Actuarial Society before he moved to 
the agency department as assistant office 
manager. 

For three years following military 
service he was assistant to the vice- 
president and manager of agencies at 
the home office of Mutual Life. Then 
he was manager of field service in Pru- 
dential’s western home office at Los 
Angeles for a year. Recently he has been 
with Mutual Life as a field man. 





Sidney Weil 








Write Personnel in Japan 

Gen. Jonathan M. Wainwright, presi- 
dent of Armed Forces Mutual of San 
Antonio, has announced the opening 
of business in Japan to write U. S. 
military and civilian personnel and their 
dependents there. 





Canada Leads in 
Ratio of Insurance 
to National Income 





While aggregate life insurance owne 
in the U. S. outranks that of any othe 
country, a survey of life insurance jp 
force in 21 countries shows Cana@ 
leading the world in ratio of ownershiy 
to national income, according to Insti. 
tute of Life Insurance. The Canadiay 
ratio is 110%, while the U. S. wit 
98% is second. 

Holgar J. Johnson, president of th 
institute, points out that ownership | 
life insurance in the U. S. represent: 
less than one year’s national income. | 
is apparent from this, he said, that life 
insurance has a big job to do. 

Following the U. S. in ratio of insyp. 
ance ownership are the United Kingdon 
Switzerland and the Netherlands, each 
with about 50%. In several ‘countrig 
the ratio drops below 25%. 

The Institute states that growth 9 
life insurance ownership has been rapit 
in recent years. It cites the 11 year 
between the start of world war II and 
last. year in which ownership slightly 
more than doubled in the U. S., in 
creased more than 130% in Canada 
six-fold in Brazil, 11-fold in France and 
18-fold in Japan. 

Much of the increase has been stimy. 
lated by inflation and, in some countries 
currency devaluations, the Institute em. 
phasized. An example of the effect of in. 
flation on life insurance is found in 
France, where insurance in force rog 
29% in a single year, while the whole 
sale price index rose 17% in the last 
half of that year alone. 





Crowe Joins Life of Va. 


Attis E. Crowe has been named as- 
sistant to the vice-president, ordinary 
agency division, of Life of Virginia. He 
has spent his entire business career in 
life insurance.’ Starting with Bankers 
Health & Life, he went with New York 
Life. at Atlanta in 1942 and later was 
with that company at Columbia, S. C, 
and Lexington, Ky. ‘Recently he has 
been associate manager at Atlanta. 

As assistant to Willis J. Milner, Jr, 
vice-president in charge of ordinary 
agencies, Mr. Crowe will give the major 
portion of his time to organizational and 
promotional work in the field. 











Here are a group of Penn Mutual executives who recently received promotions. 


Standing, left to right, are Joseph P. Fallon, associate actuary; H. Haines Fenimore, 
assistant supervisor of mortgage loans, and Adolph F. Schwartz, associate actuaty: 
Seated, left to right, are Franklyn S. Pulver, director of sales promotion, and Gordon 
B. Balle, assistant supervisor of mortgage loans. 
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Maccabees Policy 
Has Payor Benefit 
on Parental Team 


Maccabees has announced a payor 
benefit rider for insurance on the lives 
of mothers which 
will operate simul- 
taneously to insure 
the life of the fa- 
ther as well. 

If the mother 
dies, the face 
amount of her pol- 
icy is payable. If 
her husband pre- 
deceases her, then 
one of two options 
is available. The 
first continues the 
insurance on her 
life on a paid-up 
basis, the second 
allows her to take the cash value of her 
insurance, which is immediately as high 
as $700 per face amount even in the 
first year. A $10,000 policy on her life 
would in effect insure her husband’s life 
for approximately $7,000 or more, vary- 
ing with the plan selected. 

In discussing his plans for marketing 
the policy, George Shelley, eastern divi- 
sional manager of Maccabees, says that 
for years insurance men have acknowl- 
edged the need for insurance on the life 
of a mother, but have advised against it 
unless the broadwinner’s life is well in- 
sured. Premiums for coverage on the 
wife’s life probably could not be con- 
tinued if her husband died. He said that 
the new policy is a compromise in that 
it fulfills the insurance need of the 
mother with provision for full payment 
of all premiums if her husband dies or 
free choice of immediate cash if it is 
needed, almost as if the policy were on 
the hsuband’s life. 

He says that the new plan removes 
the natural reticence experienced by the 
husband in discussing insurance with 
his wife on her life. Under the arrange- 
ment, the coverage is actually for the 
children and equally on the man’s own 
life. 

At age 30 female, male 35, the cost for 
the feature is about 8% additional pre- 
mium, It increases at older ages. 


Needs for Policy 


Mr. Shelley points out that a man 
faces serious economic problems on the 
death of his wife. He may have ac- 
quired a new home, at least partially 
Wiping. out his savings and leaving a 
large unpaid balance in a mortgage. 
His parents are growing older, and al- 
though they thoroughly enjoy taking 
care of his children for brief periods, 
they cannot be expected, nor in all like- 
lihood are physically or emotionally 
Suited, to carry on the function as a 
permanent arrangement. Parents have 

es and lives of their own that con- 
flict with the widower’s problem be- 
sf satisfied through their assistance. 


George Shelley 


isters and brothers have families of 

their own and cannot help. 

Ce a housekeeper, ‘says Mr. Shel- 

, is financially far above the average 

ng father. Even if such an arrange- 
ment is possible, its use would curtail 
agusly the funds available for the 
children. Housekeepers have never been 
an accepted substitute for a child’s 
Mother. The probable answer would be 
one or more of the foregoing alterna- 
tives as a stopgap measure prior to a 
hasty remarriage. 

Although the latter mav eventually be 
adesirable solution, Mr. Shelley believes 
Care must be exercised so that the se- 
lection of a second spouse would not 
result in a more difficult situation. Cor- 
rect judgment could only be exercised 
if the selection was deliberate and with- 
out unresistible pressure for a decision 

cause of an intolerable situation in- 
volving a parent, house, caretaker or 
financial condition. 

Vr, Shelley believes that the new. 
policy will have a wide appeal among 
young married veterans. 


Bis. 
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Students Hear Life Men 


Four life insurance executives ad- 
dresed students at Notre Dame’s college 
of foreign and domestic trade recently 
under sponsorship of the relations with 
universities committee of L.I.A.M.A 

At different meetings the students 
heard Raymond H. Belknap, vice-presi- 
dent of Continental Asurance, on the 
economics of life insurance; L. D. Cava- 
Federal Life, on 
how life insurance works; Walter Meier, 
supervisor pension trust division North- 
western Mutual, on life insurance and 
estate planning, and Frank J. Travers, 
vice-president in charge of investments 


of American United, on life insurance 
investements. 

At a future gathering Robert Florian, 
general agent of Connecticut Mutual 
at Chicago, will discuss agency prob- 
lems. 





Wis. General Agents Meet 


Wisconsin State Managers of Frank- 
lin Life held a statewide meeting of 
general agents at Milwaukee. R. J. 
Kalbskopf, manager, reported that the 
agency ranked second among all Frank- 
lin agencies in 1951 in net paid produc- 
tion. 


Okay New Hancock Contract 


The wage stabilization board has ap- 
proved the new contract between John 
Hancock agents and the company nego- 
tiated by the Insurance & Allied Work- 
ers Organizing Committee, CIO. The 
agreement was retroactive to Aug. 2, 
1951. : 

An average compensation increase of 
$6 a week per agent was involved in 
the new contract's increased commis- 
sions and allowances. By the end of the 
holiday season nearly every agent had 
received.$150 representing $7.14 a week 
for the period from Aug. 2 to the end 
of the year. 





CLAUDE L. FREED 


in 1951. 
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Little did | realize 
the potentialities! 


November 29, 1951 


Mr. Chas. E. Becker, President 
The Franklin Life Insurance Company 
Springfield, Illinois 


Dear Mr. Becker: 


I want to take this opportunity to tell you how proud and 
thrilled I am that our Philadelphia Division, with approximately 
$12 million of new production, attained first honors nationally. 


Sincerely, 
Claude L. Freed 


In 1945 when I opened the Philadelphia office in a virgin area, 
little did I realize the potentialities of a Franklin agency franchise. 
At that time the Company had only about $300 million of insur- 
ance in force; however, the meteoric rise of the friendly Franklin 
has been almost unbelievable . .. and with the constant coopera- 
tion and guidance received from you, and your official family, my 
associates and I have found it relatively easy to keep pace with 
the Company’s remarkable progress. 

It has been exceedingly gratifying to note the earnings of our 
associates .. . many of whom-have doubled—and even tripled— 
their former incomes; and a few have attained earnings which 
can only be termed as fabulous. The reason is simple. . 
programs on exclusive merchandise that have high public ac- 


-“Package- 


To have been “President for a week” last year when our great 
Company attained Billion Dollar stature was a rare privilege ; and 
being a field associate whose division contributed in a major way 
to the Company’s $200 million net gain last year (a figure ex- 
ceeded by few companies in the Ordinary field) presents a chal- 
lenge to have our agency maintain leadership in 1952. 


Divisional Manager 


CHAS, E. BECKER, PRESIDENT 





An agent cannot long travel at a faster gait than the company he represents. 
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SPRINGFIELD, ILLINOIS 


DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 
Over A Billion Dollars Of Insurance Jn Force 
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Bobst, Pitcher Mark 5th Anniversary 


The fifth anniversary of 
their joint leadership of 
the oldest general agency 
of John Hancock Mutual 
was celebrated with a 
birthday cake by the two 
general agents, Frank T. 
Bobst, left, and Robert B. 
Pitcher. During the five 
year tenure, the agency 
has shown a $33 million 
increase in ordinary in 
force. Total volume 
credits, including group 
and annuities, have aver- 
aged over $26 million a 
year while production of 
new ordinary business has 
approximated $14 million 
annually. 

Mr. Bobst was the first 
agent to be signed by 
Paul F. Clark, now presi- 
dent of the company, who 
was general agent in 1921, 
and he has been a Boston 
general agent of John 
Hancock since 1938. He 
was joined by Mr. Pitcher 
in 1947. 

The anniversary cake was presented 
by the president of the agency club, 
William E. Collins, Jr. The first all- 





around annual achievement award was 
presented to Benjamin H. Hunt, who 
also was awarded as the leading million- 











Three-quarters of a century is a respectable length of 
time—and American United is proud to celebrate 

its 75th anniversary in 1952. However, age alone 

is no measure of an insurance company’s standing. 
Sure, age adds experience. Age means an ability to 
survive panics and booms, war and peace. Age is 
important. But more important than mere years is 
the attitude of management. 


turn of mind. There is an eager attitude in every 
department toward new ideas and new ways of doing 
things. There is youthful aggressiveness and enthusiasm 
in the Agency Department, with the willingness 

born of years of experience to listen to suggestions 
from the field. This disposition to be youthful 
accounts for a lot of the “spring” in this 75-year-old 
youngster’s step. 


! 
! 
! 
! 
! 
! 
1 
! 
i 
I 
! 
I 
It is safe to say that American United has a youthful 
! 
! 
! 
1 
! 
! 
| 
l 
! 
! 
l 








AMERICAN UNITED LIFE INSURANCE COMPANY 


HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 


INDIANAPOLIS, INDIANA 





dollar producer of the agency. Achieve- 
ment awards went also to Whitley A. 
Cummings, Jr., and Robert T. P. Storer, 
Jr., and the first maintenance award 
went to John A. Munro. 

The agency has a staff of 85 men and 
women, including 42 full-time agents and 
is quartered in the former home office 
of the company at 49 Federal street. 





Defense Financing 
By Life Companies 
Shows Increase 


At the start of 1952 some $2 billion 
of life insurance funds were committed 
for defense financing and new commit- 
ments for this purpose are being made 
at the rate of $350 million a month, ac- 
cording to the Institute of Life Insur- 
ance. It is estimated from figures re- 
ported under the voluntary credit re- 
straint program that $3 billion of de- 
fense financing was provided by U. S. 
life funds in 1951 and a much larger 
aggregate appears for 1952. 

Total investment commitments of all 
life companies at the start of 1952 were 
about $4,500,000,000, which is just about 
equal to the year’s expected increase 
in assets for the business as a whole. 
Because of funds becoming available 
for reinvestment, however, the year’s 
total of capital funds which can be put 
to work by life companies will probably 
be nearly twice that. 

Of the total committed at the start 
of 1952, nearly half is for defense pur- 
poses. Of new investment funds ear- 
marked for business and industry, about 
two-thirds are for defense purposes. 

Home mortgages under commitment 
at the beginning of this year aggregated 
about $1,100,000,000, and new commit- 
ments are being made at the rate of 
about $200 million monthly. Home mort- 
gage commitments are about one-third 
less than in April of 1951, when the 
voluntary credit restraint program 
started. 


Must Show New Reserve 


NEW YORK — The New York de- 
partment has notified all life companies 
and fraternal benefit societies licensed in 
the state to include in their annual state- 
ments, starting with 1951, under liabili- 
ties, a security valuation reserve on 
bond and stock holdings calculated in 
accordance with the report of the sub- 
committee of the National Assn. of In- 
surance Commissioners committee on 
valuation of securities which was adopt- 
ed at the December meeting of the 
N.A.I.C. The report was summarized in 
the accounts of the N.A.I.C. meeting 
printed in THE NATIONAL UNDERWRITER. 





War Clause Suit in Penna. 


Another case involving the application 
of policy war exclusion clauses to mili- 
tary service in Korea is pending decision 
in Pittsburgh courts. 

Beneficiaries of Cpl. Andrew Beley 
are seeking to collect on a $2,000 policy 
issued by Pennsylvania Mutual Life 
which contained a war clause. Cpl. Beley 
was killed in action in Korea. 

The family attorney has argued that 
there is no war on in Korea, that only 
Congress has the power to declare one. 
He said: “There has been no attack on 
the sovereignty of the United States. 
The Korean conflict is a government 
police action of members of the United 
Nations. Congress has not declared 
bee therefore the insurance should be 
paid.” 

The company’s defense is that the war 
clause applies to the action in Korea. 
The court nas reserved decision. 


McKnight Leads Home Life 


John A. McKnight of St. Louis, Mich., 
for the second year in a row led the 
Home Life field force in production. He 
was second in 1949 and eighth in 1948. 
He was followed in production by Louis 
Freedenberg, Oshin agency, New York 
City; William B. Ferrell, Richmond; 





Louis R. Stein, Newark, and Charles 
cy an Evans agency, New Yo 
ity. 
The Oshin agency led for the yey 
followed by the Evans agency, and the 
by Chicago, Detroit and Pittsburgh, 


Cheek Seeks Reelection 


RALEIGH—Commissioner Cheek ha 
announced that he is a candidate fo 





reelection. subject to the Democrati 
primary May 31. He is, so far, up 
opposed. 


Mr. Cheek, now 39 and a graduat 
of Wake Forest College, was appointe; 
in June, 1949, to succeed William P| 
Hodges, who resigned to accept a com, 





pany position. In November, 1950, Mr; 
Cheek was elected to the remaining 
two years of the Hodges term. Thi 
will be his first race for a full four-yeq 
term. 





House Organ Editor Honored 


Helen Olson, editor of “Home Office 
News,” employe-published magazine ¢ 
Pacific Mutual, has been reelected ty 
serve a third term as secretary of the 
Southern California Industrial Editor; 
Assn. 

In the association’s 1951 magazine 
contest Home Office News carried of 
top award for all-around excellence, a 
well as six firsts and five seconds for 
achievement in specific fields. 


INSURANCE 
COMPANIES 


Bought and Sold 


We have CASH buyers for 
the stock control of any type of 
insurance company; but right 
now our greatest demand is for 
stock life companies of any size, 
large or small, located in the 
West, Midwest and Southwest. 

Those who plan to sell now 
or later should communicate 
with us so we may arrange a 
meeting with you for a confi- 
dential discussion of the matter. 
Such communication or meeting 
shall not obligate you in any 
way. 


A 
BRINSOR 
—~f sociales 
BRokers of INSurance ORganizations 


Ross J. Ream M. M. Walker 


1102 Waldheim Building 
Kansas City 6E, Missouri 


Telephone Victor 4466 











". .. open Monday in Baltimore. You 
can reach me at the largest hotel ..+ 
what? ... Where I always stay, The 
Lord Baltimore, of course!” 
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Companies Win 
WSB Equality 


(CONTINUED FROM PAGE 1) 





— 


submit them to the proper official on the 
WSB staff. 

“Surgical schedules approximating 
those of local Blue Shield prepayment 
surgical plans are within the criteria of 
section 3C of resolution 78, it is our 
understanding,” the A.L.C.-L.I.A. bui- 
letin says. 

“Poliomyelitis and other special or 
new types of benefits will be considered 
only on an individual case approval 
basis, until such time as an automatic 
approval pattern may be adopted. 

“If the employes pay the full cost of 
coverage, in the case of coverage on 
dependents, for example, such coverage 
js of no concern to the WSB. 

“It is our present understanding that 
ifa benefit is increased under an existing 
health or welfare plan, the 40% em- 
ploye contribution rule applies to the 
cost of the combined old and new cov- 
erage and not just to the cost of the 
additional benefit. Each major line of 
insurance, however, will be considered 
separately.” 


DEPENDENT STATUS 








An article in THE NationaAL UNDER- 
wRITER for Dec. 28 said that no approval 
would be required if employes paid 40% 
of the gross cost, but did not make it 
clear that this means 40% of each part 
of the coverage and not merely 40% of 
the entire program. 

The article incorrectly indicated that 
as long as the worker pays at least 
40% of the cost for dependents’ benefits 
coverage is approved automatically. Ac- 
tually, this is only one of the require- 
ments respecting dependents’ benefits. 
Dependents, except a wife, must not be 
more than age 19 and the benefits can- 
not exceed the review criteria provi- 
sions in the WSB resolution without 
specific approval. 

As respects plans installed subject to 

board approval, the bulletin says: “We 
understand that the staff is empowered 
to approve plans installed since the 
original wage freeze, if installed sub- 
ject to WSB approval. Provided such 
plans contain a condition that no bene- 
fits will be paid prior to board approval, 
it is believed they will be approved if 
they otherwise satisfy GWR 19 and 
Resolution 78. 
_ “We are informed that advance cop- 
ies of the petition form will be available 
very shortly, but a printed supply will 
not be available in quantity until per- 
haps as long as two weeks.” 

The salary stabilization board is not 
expected to issue its parallel rules and 
regulations until February. Until such 
new rules and regulations appear, the 
SSB is still operating under existing 
tules and regulations. 


SALARY PLAN DELAY 








Where plans involve employes under 
SSB juridiction as well as those sub- 
ject to WSB regulations it would be 
necessary to get the salary board’s ap- 
proval before putting the complete plan 
into effect. However, it would be pos- 
sible to go ahead under the WSB pro- 
cedure as far as workers under its juris- 
diction are concerned by including a 
Provision in the plan that the benefits 
applicable to employes subject to salary 
board regulations will not be paid until 
the plan has qualified under the require- 
Ments of the salary board. Benefits 
could then be paid retroactively from 
date of installation or modification. 

It is not expected that the salary 
board will have its regulations ready 
before Feb. 1. They might differ in some 
details from those of the wage board. 
It is expected that they will be drawn to 
Permit more reliance on automatic ap- 
Proval, as the salary board operates 
with a much smaller staff. 


Budlong Joins Coast Paper 


Roger Budlong, formerly with New 
York Journal of Commerce, has joined 
Northwest Insurance News at Portland, 
Ore., in an editorial capacity. Until he 
went with the Journal of Commerce 
several months ago on its insurance 
page, he was publisher of a magazine for 
insurance buyers, National Insurance 
Buyer, now part of the Weekly Under- 
writer. He has been in insurance pub- 
lishing about 15 years. 





Leads in A. & H. Production 


The Keane & Warner agency of 
United States Life at New York City 
led all company agencies in A. & H. 
production during a recent 10-week drive 
to honor President Richard Rhodebeck. 
The Sichenze agency at Brooklyn was 
second, and the MacGrath agency at 
New York City was third. 





Strikers Forfeit Records 


Striking members of local 11, insur- 
ance agents’ union, AFL, at Toledo, 
have been ordered to surrender 45 rec- 
ord books containing accounts of Pru- 
dential policyholders. Ordered held by 
Lucas county common pleas Judge Mc- 
Cabe, the books will remain with the 


clerk of the court until further court 
order. 





Haney V. P., Agency Director 


William H. Haney has been ap- 
pointed vice-president and director of 
agencies of Family Security Life. He 
entered insurance in 1942 with Life of 
Virginia at Durham, N. C., and was 
agency training supervisor when he left 
to become director of training of Home 
Security Life in 1949. 


Rau Advertising Director 


William Rau has been named adver- 
tising director of General American to 
succeed Harry E. Nelson, who has re- 
tired. Mr. Rau was formerly adver- 
tising manager for a midwestern shoe 
manufacturer. 





The Leuzinger agency of Ohio State 
Life at Columbus led all agencies in 
the company’s recent president's cam- 
paign. 








SHOW 1951 INSURANCE RESULTS 


New Bus. 

1951 
Amer. United .......... 80,874,360 
Bankers Life, Neb 47,003,208 
Central Life Co., 39,818,685 


Columbus Mutual .. 
Conn. Mutual 





zreat-West Life 293,229,967 
Guarantee Mutual ..... 26,876,847 
Jefferson Standard ..... 27,150,721 
Lincoln National ....... 726,349,645 
Minn. Mutual .......... 44,274,887 
National Life, V't....... 128,631,214 
Northern Life, Wash.... 29,030,163 
Northwestern Mutual .. 422,704,691 
Provident Mutual, Pa... 113,582,880 
State Life, Ind.......... 14,176,571 


New Bus. 1951 Inc.* 1950 Ine. 
1950 In Force In Force 
69,526,018 39,395,331 26,570,301 
40,007,430 28,645,950 22,138,213 
32,412,375 22,747,746 19,422,816 
37,927,598 30,341,645 23,778,523 
240,884,764 161,474,698 151,680,203 
259,171,995 184,367,097? 137,366,894 
28,412,059 10,860,686 13,031,412 
130,796,027 71,413,664 73,289,524 
672,795,910 414,979,5648 351,845,944 
134,876,124 108,046,2594 88,222,307 
121,928,665 82,008,800 77,231,621 
27,423,998 15,213,5925 11,825,289 
454,801,831 256,185,434 302,997,228 
114,486,467 48,966,458 50,411,875 
12,407,171 3,929,938 1,802,982 


*In column three, the superior numbers denote net increases in group life insur- 


ance due to normal addition of employes 
to additional insurance. The respective 
3, $13,853,693; 4, $10,299,025; 5,$1,376,537. 


to groups and employes becoming entitled 
increases are 1, $678,313,678; 2, $8,439,614; 











Home Office: 
Newark, N. J. 


Prudential security plans sell because they serve 





Jack O’Keefe says, “I thought $10,000 of life insurance was out of the question for 
me. I was just getting started in the roofing business.” 


But Jack’s Prudential man told him about the “Modified 5” plan. He showed Jack 
that, during the first five years, his premiums would be 50% less than in later years 
—that even the higher 6th year premium would be less than the rate for most par- 
ticipating Whole Life policies at the attained age. At age 28 this valuable protec- 
tion costs Jack $10.90 a month during the first five years—only $21.80 a month after 
that. Dividends will reduce these costs further. 


The “Mod 5” is just as good a buy at other ages too. It’s easy to sell because your 
prospects can afford it now. 


The above facts are based on an actual case, 
but of course true identities are not given. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


Western Home Office: 
Los Angeles, Calif. 


Canadian Head Office: 
Toronto, Ont. 
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Better Than Brass Knuckles 


What weapon do most good agents 
reach for when they are in competition 
with an agent of another company? 
Does the agent stress how solvent his 
company is, how considerate it is of its 
policyholders, how fast it jumps when 
they want service, what generous settle- 
ment options it offers, how superbly 
qualified the agent himself is to serve 
his clients? 

Any one of these may occasionally be 
the club chosen to knock off a competi- 
tor, but what 53% of the 2,542 respond- 
ents in a survey of 4,000 national quality 
award winners and _ leading agents 
queried by L.I.A.M.A. resort to in com- 
petition is none of these. Rather, it is 
simply the personal relationship between 
the agent and his prospect. 

The fact that these respondents ran 
into competition in less than 10% of 
their sales helps explain why less talk 
is heard about this personal relationship 
factor than might be expected. But the 
evidence that a clear majority of those 
answering the questionnaire gave top 
rank — with no close second—to the 
power of the personal relationship serves 
as a reminder of the basic importance 
of it even where no competition is in- 
volved. 

In fact, the personal relationship in 
selling is so important and all-pervasive 
an influence that it tends to be forgotten, 
like the air we breathe. Many a star 
agent who mounts the rostrum to tell 
his admiring fellows how he made such 
a fine selling record would be talking 
more to the point if he skipped over his 
clever methods and simply said, “I guess 
they bought from me because I was the 
kind of fellow they liked to do business 
with.” But of course anyone brash 
enough to say that so forthrightly would 
almost necessarily be so egotistical a 
character that few would want to do 
business with him and he wouldn’t be 
up there on the rostrum telling the other 
fellows how to do it. 

Thus does modesty defeat its own 
purpose. The eager disciples in the 
audience note down the details of. the 
star’s methods but they fail to perceive 
that anywhere from 75 to 99% of his 
success is unquestionably due to the fact 
of his being the kind of guy that people 
like to deal with. 

The star salesman himself may very 
well be unaware of the importance of 
this factor of personal magnetism. Even 
if he gives it its proper place in his own 
mind, he knows better than to do so in 
public. But the chances are that he 
doesn’t realize its importance in his own 


selling. He would probably rather give 
credit, even in his own mind, to his 
resourcefulness, ingenuity, intelligence, 
industry, and even a degree of animal 
cunning, than to admit that he had got 
where he is mainly by being a nice 
fellow. 

But if it is the personal relationship 
that the agent reaches for as his best 
weapon when he is slugging it out with 
a competitor, it would seem to indicate 
not only that he relies on it in a lot of 
situations where he doesn’t even realize 
he is doing so but also that many agents 
who apparently are doing everything 
they are supposed to may be falling 
down in their selling for no more 
abstruse reason than that few people 
care to do business with them. 

In, recent years it has become some- 
what the fashion not only in the life 
insurance business but elsewhere to look 
down on the back-slapping type of sales- 
man who relied on his personality to 
offset his ignorance of what he was 
selling. But intimate knowledge of the 
intricacies of policy provisions, settle- 
ment options, estate planning and taxes, 
valuable and even necessary as it is for 
today’s life insurance agent, is still not 
a substitute for just being the kind of 
fellow that people like to deal with. 

The same is true even in such learned 
professions as medicine and the law. 
The doctor with the “bedside manner” 
and not much else is rightly put in the 
class with the personality-boy type of 
salesman but even the most accomplished 
doctor gets along better if people like 
him. 

So, in view of the L.I.A.M.A.’s find- 
ing, perhaps more emphasis should be 
given to finding out more about what 
makes people like one agent but dis- 
like another who has equal or perhaps 
greater technical ability. It may be that, 
Dale Carnegie to the contrary, not very 
much can be done about developing a 
more winning personality. Yet, if the 
problem is approached in a sensible and 
determined way, it seems as if-a great 
deal could be accomplished. 

Nearly everybody wants others to like 
him, though as a science relatively little 
has been done. Nevertheless, it might 
very well be the next great area of prog- 
ress. So, in addition to hearing talks on 
“How I Use Direct Mail,” or “My Pros- 
pecting System,” we may also be hearing 
agents at conventions speak on such 
subjects as, “How I Improved My Per- 
sonality Quotient,’ or “How I Over- 
came My Innate Personal Obnoxious- 
ness.” 


Even where not much can be done 
about improving a salesman’s personal- 
ity, it may well be possible that research 
will develop usable ways of determining 
what sort of people he should work 
among for the greatest effectiveness of 
the personality he is saddled with. A 
start has been made by some personality 
testing organizations. 

But even the poorest and most intract- 
able personalities should be capable of 
improvement through diligent effort so 
that prospects will not dislike them more 
than is absolutely necessary. 

The difficulty of effecting improvement 
in this important field is of course that 
men are sensitive about their personal 
charm and feel a little silly about going 
in for a big program of self-improve- 
ment. They don’t mind acknowledging 
their ignorance of life insurance facts 
or their lack of skill in the technique of 
selling and feel no shame in study and 
attending classes to overcome these 
deficiencies. 

But because it is so difficult to lay 
hold of personality factors, and what 
makes for favorable or unfavorable ones, 
there is an unfortunate tendency to pro- 
ceed on the tacit assumption that every- 
body is about the same in this regard 
and to pretty much ignore it in favor of 


education and training in the technical 


aspects of information and _ salesman- 
ship. 
This is roughly the equivalent of 


herding all students into the college 
football squad without regard to phy. 
sique, size or muscular coordination and 
then wondering why some turn out tg 
be excellent players while others, with 
the same coaching, are no good at all, 
The importance of having a personal- 
ity that the customers warm up to js 
often obscured, because in any business 
there are plenty of salesmen who seem 
to do very well even though they are 
high-pressure artists and have other 
traits that would seem to make them 
personally unpopular. But it would 
usually be found that these men can make 
themselves quite ingratiating when they 
want to and that actually there are 
extremely few salesmen who get very 
far, no matter how great their abilities 
in other directions, if they arouse an 
attitude of dislike among their prospects, 
Much research needs to be done to 
discover why people like to do business 
with one man and not with another, and 
what, if anything, can be done about 
it. But it is obviously such an important 
factor in the sale of life insurance that 
the results should justify the effort. 








PERSONAL SIDE OF THE BUSINESS 





George F. Manzelmann, president of 
North American Accident and head of 
Chicago Baptist Assn., spoke at a 
dinner-meeting of the Baptist Brother- 
hood of Madison, Wis. 

Commissioner M. O. Allen of Ten- 
nessee, hospitalized for about three 
months last fall, who has had to spend 
some time in Mid-State Hospital again 
since the holidays, has now returned to 
his desk. 

A group of original prints depicting 
the Brooklyn scene, owned by Morris 
Traub, and Harold R. Goldberg of the 
Goldberg & Son agency for Travelers at 
Brooklyn, was displayed at the Brooklyn 
public library. 

S. J. Thomson, analyst on the securi- 
ties department staff of Pacific Mutual 
Life, has been named secretary of Los 
Angeles Society of Securify Analysts. 


Henry W. Jones, vice-president of 
Mutual Benefit Life, and Henry E. 
Blagden, 2nd vice-president and actuary 
of Prudential, have been appointed by 
Gov. Driscoll to a nine-man commis- 
sion to study and report on amend- 
ments to the New Jersey employe re- 
tirement system. 


T. A. Phillips, chairman of Min- 
nesota Mutual Life, has been elected 
a director of American National Bank 
of St. Paul. 


Robert U. Redpath, Jr., prominent life 
insurance man of New York who is a 
life and qualifying member of Million 
Dollar Round Table, has been elected a 
director of Ohio Casualty to take the 
place caused by the death of Ernst M. 


‘Ruder. He is a nephew of President 
Howard Sloneker of Ohio Casualty. He 
is : special agent for Connecticut Mutual 
Life. 


T. A. Sick, president of Security 
Mutual Life of Nebraska, has _ been 
appointed a director of the Continental 
National Bank of Lincoln. 

First- National Bank of St. Paul has 
elected Harold Cummings, president of 
Minnesota Mutual Life, a director. 


Edward C. Dohse, manager of the 
Brooklyn 7 office of Prudential, is cele- 
brating his 25th year with the com- 
pany. He joined Prudential as an agent 
at Chicago in 1927 and later moved to 
Evanston, subsequently becoming a staff 
manager. He became: a manager a 
Brooklyn in 1947. 


Byron K. Elliott, executive vice-presi- 
dent of John Hancock Mutual, has been 
elected a trustee of Wellesley College. 
In addition. he is a member of the cor- 
poration of Winsor-School, a trustee of 
Charles River School and a director of 
Indiana University Foundation. 


S. E. McCreless, president American 
Hospital and Life, has. been appointed 
a member of the board of American 
Heart Assn. He is also chairman of 
the board of the San Antonio chapter of 
the Texas Heart Assn. 


Dick Furman, Lincoln National Lifé, 
Kerrville, Tex., has been elected secre- 
tary of Kerrville Rotary. 

George B. Gose, general counsel for 
Pacific Mutual, has been elected 2 
member of the board of the Los Angeles 
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Chamber of Commerce, and has also 
been chosen as chairman of its life 
jnsurance committee of the chamber. 'R. 
R. Hays, Jr., general agent for New 
England Mutual at Los Angeles, has 
been named vice-chairman of the com- 
mittee. 

Stanyarne Burrows, Jr., assistant 
treasurer of Volunteer State Life, ad- 
dressed the Chattanooga sub-section of 
the American Society of Civil Engineers 
on “Valuations and Costs.” 


DEATHS 














ELMER S. ALBRITTON, 67, for 
many years general agent of Provident 


Mutual Life at 
Chicago, died at 
Los Angeles. He 


had been working 
as a personal pro- 
ducer out of the 
Los Angeles agen- 
cy since he resign- 
ed in 1947 from the 
Chicago post to go 


to California for 
his health. After 
graduation from 


Northwestern Uni- 
versity in 1910, 
Mr. Albritton had 
gone to Dallas __ E. S. Albritton 

with Kansas City Life where he be- 
came an assistant manager. In 1911 he 
became superintendent of agencies of 
Minnesota Mutual. Later for 11 years 
he was vice-president of that company. 
He then went to Dallas as general agent 
for Minnesota Mutual. In 1924, Mr. Al- 
britton joined Jefferson. Standard Life as 
Texas manager. He went to Chicago as 
general agent for Provident Mutual in 
1931. He was a member of the executive 
committee of the Provident General 
Agents Assn. for five years and a former 
president of Northwestern University 
alumni association. Mr. Albritton’s son, 
Robert, is a representative of Provident 
Mutual at Los Angeles. A brother, F. 
D. Albritton, is vice-president and man- 
ager of agencies of Great Southern Life. 

ROBERT A. SCOTT, 67, Buffalo 
group supervisor of Equitable Society, 
died there. He had been in failing health 
for some time. 

WILLIAM B. BAILEY, who was 
economist for Travelers from 1921 until 
his retirement Dec. 31, 1946, died at his 
home at West Hartford. He was 78. 

He was graduated from Yale in 1894 
and got his Ph.D. there in 1896. He was 
assistant professor of social science, as- 
sistant professor of political economy, 
and professor of practical philanthrophy 
at Yale and was also an instructor in 





the Yale School of Religion 12 years. 
For several years he was editor-in-chief 
of the American Statistical Assn. Quar- 
terly and an editor of the Economic 
Bulletin. 

He was the first economist to serve 
on the staff of a large insurance com- 
pany. He addressed meetings of in- 
surance and business men throughout 
the country and wrote numerous ar- 
ticles on studies which appeared in 
Travelers publications and in other in- 
surance magazines. 

Prof. Bailey organized the Travelers 
Choral Club. He was very popular 
throughout the Travelers organization. 

He was recognized as one of the 
leading economists in the country 
specializing in labor problems and prac- 
tical sociology and was regarded as one 
of the nation’s foremost authorities on 
unemployment insurance. 

He was a fellow of the Casualty Ac- 
tuarial Society. For 10 years he was 
president of Connecticut Prison Assn. 
and was director of Connecticut State 
Farm for Women. 

JOHN A. SHEETS, 82, agent for 
Connecticut Mutual at Raleigh, N. C., 
died unexpectedly. He had been active 
in insurance for more than 50 years and 
was a past president of Raleigh Life 
Underwriters Assn. and the North Caro- 
lina association. 

WILLIAM GIBSON, 32, general 
agent at Des Moines for Ohio National 
Life, died in a Des Moines hospital after 
suffering a cerebral hemorrhage. 

EDWARD P. RUGE, former under- 
writing vice-president of Guardian Life, 
died at his home at East Orange, N. J. 
He started with Guardian in a secre- 
tarial post and transferred to the under- 
writing department in 1915. He became 
underwriting secretary in 1925 and in 
1948 was appointed underwriting Vvice- 
president. He retired late in 1949. 

A charter member of Home Office 
Life Underwriters Assn., Mr. Ruge took 
an active part in the founding of that 
organization. He was also active for 
many years in Institute of Home Office 
Underwriters. 

JOHN C. KNIGHT, 85, who retired 
as a third vice-president of Metropolitan 
Life in 1937, died at Tice, Fla. He joined 
the company in 1906 as a renting agent 
and was made a fifth vice-president 
in 1922. : 

Mr. Knight, a graduate mechanical 
engineer, was the first president of the 
National Assn. of Building Owners & 
Managers, and was elected to that post 
in 1911. In 1906, he joined the company 
as renting agent managing the com- 
pany’s building. In 1909 the Metropoli- 
tan Tower was built, then the highest 
building in the world. 

Mr. Knight was made an officer of 


the company with the title of fifth vice- 
president in 1922 and was assigned 
broader responsibilities in the main- 
tenance and service functions of the 
company’s buildings. He advanced to 
third vice-president in 1931. 

HENRY A. CONVERSE, 76, chair- 
man of the investment committee and 


a vice-president and senior director of 
Inter-Ojcean of Cincinnati, died at his 
home at Springfield, Ill., after a long 
illness. Mr. Converse had been associ- 
ated with the company since 1914, serv- 
ing as secretary 1914-15. 

ANGELO C. MELE, 55, an agent for 
Metropolitan Life at Philadelphia for 31 
years, died there. 








na Rar 
NN 


aN 


oO \ NSS Ss \ 
OBSER\ 
Blue Cross Pushes WSB Slant 


The various Blue Cross plans have 
been making capital both in their sales 
arguments and in their advertising of 
the fact that the WSB group regula- 
tions were arranged to follow Blue Cross 





patterns. For example, in Indianapolis, 
Blue Cross-Blue Shield has sent out 
direct mail to employers containing, 
among other material, the following 
headline and text: 

“Blue Cross-Blue Shield Plans Bene- 
fit by WSB Decision. WSB has adopted 
the Blue Cross-Blue Shield plans of the 
country as a standard by which any 
health care proposals are to be judged. 
With all the evidence available to WSB, 
it was obvious to the board that only the 
voluntary, non-profit Blue Cross-Blue 
Shield plans provide the full solution to 
hospital, surgical and medical problems.” 


Conflict in Estimates Avoided 


Coordination of the statistical work 
among major life insurance organiza- 
tions has served to reduce the confusing 
lack of uniformity in year-end esti- 
mates covering various phases of life in- 
surance operations. For example, 
L.I.A.M.A. is responsible for sales fig- 
ures, Life Insurance Assn. of America 
deals with the asset figures, and the 
Institute of Life Insurance handles 
monthly investment statistics and fig- 
ures on benefit payments. Before the co- 
ordination of these figures among the 
different organizations there were vary- 
ing sets of Statistics, depending on what 
data the organization used and what 
allowance it made for unreported busi- 
ness. 


Mutual Funds Recruit Agents 


Mutual funds have long had _ their 
eyes on insurance agents as prospective 
recruits for their sales organizations. 
Now, one of them is advertising in in- 
surance help wanted columns, for bro- 
kers, A. & H. and life agents, suggest- 
ing that they. use mutual funds to brush 
aside competition or that they sell them 
as well as insurance. 
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The trained insurance salesman, versed 
as he is in selling the idea of secured 
investment, might have difficulty in ex- 
plaining to his prospects or clients why 
they should invest in common stocks 
when, for example, the value of the se- 
curities listed on the New York Stock 
Exchange dropped more than $1 billion 
on the day after Thanksgiving when the 
news of the cease-fire line agreement in 
Korea arrived. 





Insurance Men on Bank Boards 


Many banks in cities having insurance 
company home offices have one or more 
insurance executives on their boards. 
However, Chase National Bank of New 
York City probably holds the record for 
geographical dispersion of insurance 
representation on its board. From New 
England there is Francis W. Cole, 
chairman of Travelers. From California, 
A. M. Kemp, chairman of Pacific Mu- 
tual. Also on the board are Chairman 
Leroy A. Lincoln of Metropolitan Life 
and President Thomas I. Parkinson of 
Equitable Society. This may be a record 
for number of life insurance executives 
on a bank board but we’re not saying it 
is. If we did we'd be sure to hear from 
some bank that could go Chase at least 
one director better. 








Day Springfield Speaker 

The Illinois department cannot pro- 
vide an absolute guarantee against pub- 
lic dissatisfaction of the business without 
interfering in the internal operations ‘of 
the companies, Director Day declared at 
a meeting of Illinois Assn. of North- 
regen Mutual Life Agents at Spring- 
el 

Mr. Day said that because the public 
believes operations of all companies, big 
and little, are 100% stable and safe, it 
does not use sufficient caution in choos- 
ing agents. This often results in poor 
service to the policyholders. 

The Cantrall agency at Springfield was 
host for the meeting. 
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NEWS OF LIFE COMPANIES 





Occidental Ends 
Reinsuring Federal 
Reserve of Kansas 


Occidental of California has com- 
pleted the 15-year reinsurance contract 
with Federal Reserve Life of Kansas 
City, Kan., and the assets of Federal 
Reserve have been merged with Occi- 
dental and all records have been trans- 
ferred to the Occidental home office. 


Federal Reserve Life was taken over 
by the federal court for Kansas and 
placed in receivership in 1936. Occi- 


dental entered a reinsurance contract to 
administer the business. There was a 
50% initial lien against the net equity 
of Federal Reserve contracts. During 
its 15-year management period, Occi- 
dental paid all death claims of continu- 
ing policyholders in full without lien 
reduction and in the 15 years of its 
stewardship paid out $6,503,430 in total 
benefits, of which more than half were 
death benefits. 

Occidental achieved nine lien credits 
totaling more than $1 million. These 


were sufficient in the case of policy- 
holders who continued both their -pre- 
miums and interest payments to reduce 
the lien from its original 50% to 18.52% 
of the net equity at the end of the re- 
insurance agreement. 

Following review and approval of the 
Occidental administration by the fed- 
eral courts last year, the business was 
incorporated with other Occidental busi- 
ness. 

About 12,800 former Federal Reserve 
policyholders have now in effect become 
Occidental policyholders with full pay- 
ment guaranteed under contracts, sub- 
ject only to any remaining lien. 





Security Mutual Launches 
New Advertising Campaign 


“For a man who knows what ‘always’ 
means” is the feature line in a series 
of new advertisements launched by Se- 
curity Mutual of Binghamton in the 
February issue of Fortune magazine. 
The Security Mutual campaign is di- 
rected this year by the Bresnick Co. 
advertising agency of Boston. With the 
idea of a campaign that would create 
a symbol which would be truly emo- 








U.S. LIFE... 


A Better Life to Live! 






Where else on earth does the workman operate so 
many and such ingenious machines to help him earn 
the highest income in the world’s history? And where 
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With only 5 of the world’s population, we pro- 
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America ... to insure the life for the family .. . to insure 
the earning-power for the working years. 
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tional, the agency and company agreed 
upon the pictorial symbol for the slogan 
which is a man’s hand slipping a plain 
wedding band on the ring finger of a 
woman’s hand. The ad is scheduled to 
appear in the New Yorker, Newsweek, 
the New York Times Sunday Magazine, 

S. News and World Report, and 
Living for Young Homemakers. The 
Fortune ad is partly institutional and 
partly devoted to selling the company’s 
non-cancellable A. & H. plan. Later 
ads will concentrate on the plan and 
other specific policies. 


Bluegrass Life Ups Capital; 
Will Write A. & H., Life 


Stockholaers of the recently organ- 
ized Bluegrass Life at a meeting in Cov- 
ington, Ky., authorized an increase in 
capitalization from $100,000 to $125,000 
and entry into the accident, sickness and 
hospital field. E. E. Freshney, vice- 
president in charge of agencies, was 
elected a director. 

F. W. Winkler, president and gen- 
eral manager, stated that the company 
would be writing business in 10 days or 
two weeks. It will offer a “founders’ 
policy” which contains life, accident, 
sickness and hospitalization benefits. 


Consolidates Departments 


In a revamping of its operations, 
North American Life & Casualty has 
consolidated several home office de- 
partments into the office service divi- 
sion. W. E. Sather, assistant vice-presi- 
dent, has been placed in charge of the 
new division. 


Haase to Teach Cashiers 


Pacific Mutual Life has incorporated 
a cashier training course to be super- 
vised by Adolph J. Haase. within the 
home office planning and coordinating 
department. The new course will also be 
responsible for improved agency clerical 
procedures and their coordination with 
the home office. 


Building Plans Disapproved 


Phoenix Mutual Life has withdrawn 
its first set of plans to construct a new 
home office building in West Hartford, 
Conn., as submitted last September. The 
first plan was not approved after it was 
ruled that the proposed building did not 
meet the requirements of West Hart- 
ford’s building code. 

A new plan is to be filed shortly with 
the town planning and zoning com- 
mission. The company will build on the 
east end of the property it owns which 
is immediately west of St. Joseph’s 
College. 


Empire Schedules Move 


Empire Life & Accident will move 
into its new home office at 2801 North 
Meridian street, Indianapolis, some time 
this month. The building was started in 
September, 1949, and will provide twice 
the space of the present home Office. 


Bankers L. & C. will promote its 
White Cross plan through a half-hour 
television film series entitled, “Old 
American Barn Dance,” on_ station 


WOAI-TV, San Antonio. 











Life Payments Are Up 

Life insurance payments for the first 
11 months of 1951 totaled $3,620,587,000, 
nearly $250 million more than in the 
corresponding period of 1950, according 
to Institute of Life Insurance. 

Death benefits for the 11 months 
reached $1,567,780,000, an increase of 
8%. While the 11-month aggregate of 
death benefits is $115,388,000 more than 
a year ago, the November total is prac- 
tically the same as that for November, 
1950. 

Payments to living policyholders were 
$178,546,000 in November, bringing the 
11-month total to $2,052,807,000, $128,- 
036,000 more than the year before. These 
benefits included matured endowments, 
disability payments, annuity payments, 
cash surrender values, and dividends to 
policyholders. 





MANAGERS 


L. A. Managers Face 
Up to Inflation 


The necessity of stepping up recruit 
ing and production to match the ip 
creasing costs of operating an ageng 
and a home were recognized by mem. 
bers of a panel which spoke on planning 
for 1952 before Life Insurance Manag 
ers Assn. of Los Angeles. Panel mem. 
bers were Lloyd Hummel, Bankers Lik 
of Nebraska: Robert E. Dye, New Yor 
Lae, and W. W. Stewart, Pacific My 
tual. 

Mr. Dye reported that he figures he 
must get a 15% increase in businey 
from each of his 15 agents. To line 
a program that will fill this bill, Mp 
Dye plans to confer with the agents 
confer with his cashier and with th 
agency vice-president. He plans to se 
and resell the wives of the agents. Fe 
recognized particularly the importang 
of breaking through what he called th 
mediocrity of the older agents, to ge¢! 
them aiming for goals by holding meet.” 
ings, making wagers and in every wa, 
trying to bring about a change of th. 
pace of business life. 

Mr. Stewart is going to continue dur 
ing 1952 making a game out of recruit 
ing. He intends to pay more attentin 
to the mental attitude of the men h 
hires, to consider the costs of induction, 
honestly, to see enough men to get the 
right men. He reported that he hired » 
men in 1951 and 11 are still in the bus. 
ness. They produced $44,000 in pre 
miums during the year and each ma 
was worth $2,000 to him, but the induc. 
tion process must be kept going. He 
wants to make certain that the men k 
hires come in for the opportunity to 
make money and he vowed to see that 
they are inculcated with the idea of fre 
enterprise. 

Mr. Hummel presented a very opti 
mistic picture about the Los Angele 
area, pointing out that industry is strong, 
employment has gained and population 
is increasing rapidly. 


Fort Worth Managers Meet 


George Brooks of Southwestern Lif 
reviewed chapter I and chapter II of th 
book, “Management Methods,” by Hugh 
Bell, at the January meeting of For 
— General Agents & Manager 

ub. 



























Brooklyn Sales Program 


The annual sales congress of Brooklyn 
Assn. of Life Underwriters is schedule 
for Jan. 24. Speakers are Harry Phillips, 
Penn Mutual, New York City, on “Mak 
ing Sales to Young Men”; Richard 3 
Thompson, director of sales develop 


ment, Mutual Life, “Sales Opportunities 
Under the New Social Security Act’ 
Benjamin Rikelman, field training it 
“Selling 


structor, Metropolitan Life, 
Insurance on ‘Main Street.” 
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LIFE AGENCY CHANGES 





Knight Agency 
Promotes Four 


Four promotions in top management 
have been made in the Knight agency 
of Union Central Life at New York City. 
Paul S. Ranck has been elevated to the 





Paul S. Ranck Cc. 


N. Barton 


newly created position of chairman of 
the board. Charles N. Barton has been 
named president; Maurice Ziff and Hu- 
bert E. Davis have been named vice- 
presidents. 

Mr. Ranck was one of the founders 
of the agency 38 years ago. He was 
named treasurer in 1930 and became 
vice-president in 1934. He succeeded to 
the presidency in 1948. 

Mr. Barton has been with the com- 
pany since 1936. His grandfather, 
Charles B. Knight, and his father, Wal- 
ter E. Barton, were also founders of the 
agency along with Mr. Ranck. He is a 
graduate of Princeton and of the South- 
ern Methodist marketing institute. He is 
a C.L.U. 

Mr. Ziff joined the agency in 1930, 
was appointed assistant manager in 1934, 
and has been in charge of brokerage 
business since that time. 

Mr. Davis joined the agency in 1925 
and has been a personal producer and 
a leader in educational and training 
work. He has served as an L.U.T.C. 
instructor in New York for five years. 


Bethea Appoints Three 


Bethea & Associates agency of Pru- 
dential at New York City has appointed 
Lawrence L. Strattner, Jr., and J. Ed- 
ward Duker, Jr., as assistant managers 
and Sydney N. Forson as office man- 
ager. 

Mr. Strattner has been with the Stuy- 
vesant agency of Prudential. Mr. Du- 
ker joined Prudential last October and 
had previously been with Osborne 
Bethea when he was a general agent for 
Penn Mutual. Mr. Forson had also 
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New people from all over the 
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been with Mr. Bethea when he was with 
Penn Mutual, and has been in the life 
field for 24 years. 





New York Life Transfers 
VanLeuven to New Territory 


Vernon V. VanLeuven, superintend- 
ent of agencies of New York Life, has 
been transferred to 
Denver to head a 
new unit of the 
company’s western 
division known as 
the inter-mountain 
territory. He has 
been replaced in 
the home office by 
G. Thomas McEIl- 
wrath. 

The inter-moun- 
tain territory will 
comprise Arizona, 
New Mexico, Utah, 
Nevada, Colorado, 
Wyoming and 
Montana. In addition, Mr. VanLeuven 
will assist in the supervision of Ne- 
braska, North Dakota and South Da- 
kota. 

Mr. VanLeuven started with the com- 
pany at Seattle in 1928, has been an 
assistant manager at Seattle and in 
Oregon, and has served as ‘manager in 
Idaho, Montana, Denver and Milwaukee 
offices. He became superintendent of 
agencies in 1950. 


Gets Ohio State at K. C. 


Ohio State Life has appointed the 
Ridge-Spellman agency, Kansas City 
as general agent in that area. Thomas 
P. Cox, Jr., has joined the agency and 
will have direct charge of its life, 
A. & H. and group business. 





Vv. V. VanLeuven 








: ee, . 
Craig Named at Chicago 


New supervisor at the Grandson agen- 
cy of Union Central Life at Chicago is 
Robert E. Craig, former Aetna Life 
agent at Chicago. He started in 1939 
with Great Northern Life after gradua- 
tion from Loyola University. He is an 
army veteran of the last war. 





Prudential Appoints Oswald 


Prudential has appointed Ralph E. 
Oswald manager at Seattle to succeed 
Harry E. Butcher, who has been assigned 
special duties. Mr. Oswald joined the 
company at Bremerton, Wash., in 1950. 





State Mutual Appoints Two 


State Mutual Life has appointed John 
Hadley group representative at Los An- 
geles, and Earle N. Stolnacke group 
representative at Houston. Mr. Hadley 
is a graduate of Williams college, and 
Mr. Stolnacke is a graduate of Boston 
college. 





Boyce Takes Galveston Post 


John W. Boyce has been appointed 
district manager at Galveston for Jeffer- 
son Standard Life. After army service he 
joined Jefferson Standard in 1949 as spe- 
cial representative in Florida. The past 
year he was in charge of the agency at 
Daytona Beach, Fla. 





Walker Named at Beaumont 


Miller B. Walker, a former Texas 
legislator and for the past year and a 
half a full time life insurance salesman, 
has been appointed general agent of 
Protective Life at Beaumont. 


Hunt Succeeds Rutherford 


William A. Hunt, Bridgeport, Conn., 
manager for Phoenix Mutual Life, has 
been named manager at Cleveland. 
James H. Rutherford, who is retiring 
after managing at Cleveland for 30 


years, becomes consulting manager and 


will serve as an adviser. 





E. J. Gilronan in New Post 


Edward J. Gilronan has been named 
general agent for Indianapolis Life at 
Youngstown, O. He has been Massa- 
chusetts Mutual manager there, and is 
a past president of Youngstown Life 
Underwriters Assn. 


Smith to Philadelphia Life 


Alan L. Smith, former assistant man- 
ager at Philadelphia for Home Life, has 
been appointed regional director of 
Delaware county, Pa., for Philadelphia 
Life. He started in life insurance in 
1945. 

A graduate of Penn State, he is an in- 





fantry veteran of the last war. He is 
a past vice-president of the Philadelphia 
Junior Chamber of Commerce, and is 
now president of the Beechwood Civic 
Assn. in Havertown. 





New Corpus Christi Agency 

W. F. Wilson, district agent, and F. L. 
Mosher, special representative of Lin- 
coln National Life, have been trans- 
ferred from the Canal Zone to Corpus 
Christi, Tex., where Mr. Wilson will 
head a new agency. 





Bruce M. Bender, recently discharged 
from Korean duty, will resume his 
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duties as group representative for Pa- 
cific Mutual Life at Los Angeles. He 
was the company’s first group repre- 
sentative to be recalled to military 
service. 


Campbell Has Women’s Unit 


Miss Mary C. McKeon has been 
named assistant manager of the Charles 
W. Campbell agency of Prudential at 
Newark and will be in charge of a newly 
organized women’s unit. She is the first 
woman in Prudential history to hold 
such a position. 

The unit will be composed of full time 
women agents with an original comple- 
ment of five. The unit will be expanded 
as additional women are recruited and 
trained. Miss McKeon has been with the 
organization for five years and in 1951 
produced almost $600,000. She is a life 
member of the Women’s Quarter Million 
Dollar Round Table and is active in life 
underwriter organization work. 


Great-West Life has appointed James 
F, Donovan group representative at De- 
troit. 


Name Little General Agent 


at San Francisco 


Robert E. Little has been named gen- 
eral agent for Paul Revere Life and 
Massachusetts Pro- 
tective at San Fran- 
cisco. He succeeds 
Walter F. Pursche, 
who has resigned 
to devote full time 
to personal produc- 
tion. A former 
high school ath- 
letics coach, Mr. 
Little entered in- 
surance in 1945 as 
a special agent 
with Columbian 
National. He later 
became director of 
training and in 1949 
was named assistant supervisor of agen- 
cies in charge of sales. Prior to his 
present appointment, he was general 
agent for Columbian National at San 
Francisco. iy 

He is a member of the board of San 


R. E. Little 
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1 Steps to Business Se- 
curity, a factual 
manual. 

Flexible policies that 
are tailored to every 
business need. 

The facilities of a 
special Home Office 
Division of Business, 
Insurance — equipped 
to solve every busi- 
ness insurance prob- 
lem. 

Business insurance 
Policies that are re- 
corded . . . to as- 
sure proper servicing. 


















~ MUTUAL TRUST 





LIFE INSURANCE CO. 





Francisco A. & H. Assn., and is a com- 
mitteeman of both the San Francisco 
Life Underwriters Assn. and the north 
California sales congress. 





Colonial Names Weil 


Max L. Weil has been appointed gen- 
eral agent for Colonial Life at Rocka- 
way Beach, L. I. He has been in the 
insurance field for 35 years maintaining 
a general insurance business on Long 
Island. 

He was one of the organizers and is 
a vice-president of Long Island Fire and 
is vice-president of the Long Island real 
estate board. 





Thomas Faver, who has been with 
the Austin, Tex., agency of Commercial 
& Industria] Life, has been transferred 
to Port Arthur and will be in charge 
of development there. 

Life of Georgia has appointed Dur- 
wood M. Johnson district manager at 
Alexandria, La. Mr. Johnson was for- 
merly staff manager at Brunswick, Ga. 
He joined the company in 1939. 

Security Benefit Life has appointed 
H. M. Lightfoot general agent at St. 
Joseph, Mo. Mr. Lightfoot entered the 
business in 1937. He is a former super- 
visor of agencies and manager. 

After nearly two years as group su- 
pervisor at Oklahoma City of Travelers, 
George M. Kuhn has been promoted to 
district group supervisor. He _ started 
with the group department at the home 
office in 1937. 

Lafayette Life has appointed Leonard 
C. Egan general agent for southeast 
Nebraska. Mr. Egan entered the busi- 
ness in 1936. 

Exum C. Davis, Jr., has been ap- 
pointed general agent for Ohio State 
Life at Asheville, N. C. 

Dale E. Miller, former manager of 
Bankers Life of Iowa at Columbus, O., 
is now with the Columbus agency of 
Mutual Life. . 

Life & Casualty has opened a new 
district office at Pineville, Ky., an area 
formerly served from Knoxville, Tenn. 
New manager is J. F. McGill. 

Harold I. Bahn has been appointed 
assistant general agent in the Erickson 
agency of John Hancock Mutual at Buf- 
falo. He has managed the agency’s pen- 
sion department for the last few years. 

New general agent at Topeka for 
General American is Paul Chrysler. He 
started his life insurance career in 1932 
with Metropolitan, and the last five years 
has been assistant manager at Topeka 
for Metropolitan. 








59 Franklin Agencies 
Exceed Million Mark 


Fifty-nine agencies of Franklin Life 






passed the $1 million mark in net paid 
production in 1951. Philadelphia led the 
organization with $13 million. Milwau- 
kee was in second place, and Chicago, 
third. 

Keith S. Smith, Springfield, Ill., was 
again named Franklin man of the year 
with $1% million of net paid production. 
Immediately after joining the Franklin 
Life in 1950, he stepped into national 
leadership of the company. He ranked 
first nationally that year, and in 1951 
made 468 sales with a net paid volume 
of $1% million. November .was_ his 
top month with 56 sales. V. D. Wright, « 
Miami, and E. E. Biscamp, Beaumont, 
Tex., completed the year in second and 
third place, both exceeding $1 million 
in net paid production. 
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Bert A. Hedges, Kansas manager of 
Business Men’s Assurance, at Wichita, 
assisted in the first of a series of finan- 
cial clinics at Wichita which was ad- 
dressed by U. S. Senator Schoeppel of 
Kansas. 


Ss 


Safeguarding Consumer Credit 


JAMES H. JARRELL, President © HOME OFFICE: Chicago, Illinois 


Regional Offices: Birmingham, Ala. @ Denver, Colo. @ Washington, D. C. 
San Francisco, Calif. @ Columbus, Ohio @ Tulse, Oklahoma 





The Washington (D.C.) agency for 
Jefferson Standard Life honored E. C. 
Bachschmid, leading agent for 1951, at 
a banquet. 








Managers Meet at Austin 


held its annual conference for ageni 
managers at 
Grove, 
agencies, : 
dent A. F. Ashford reviewed the achiem 
ments of the past year and stated ® 
objectives for 1952. 


management planning. 


Holds Briefing Series 


Life is conducting 20 meetings to® 
plain the company’s new accident) 
sickness policies and to demons 


company agencies. 
meetings are H. J. Shaffer, second vit 
president and manager of agent 
W. T. Plogsterth, director of field s¢ 
ice; W. C. Brudi, superintendent # 
agencies, and A. K. Shackleton, i 
supervisor. 


SALES MEETS 


Anderson Addresses Union 
Mutual Managers’ Meeting 


Kenneth L. Anderson, senior consult. 
ant for L.I.A.M.A., addressed 40 man. 
agers and supervisors of Union Mutual 
Life at the company’s biennial man. 
agers’ meeting at Portland, Me. 

Managers who participated in the 
program were: Fred T. Jordan, Port. 
land; Michael J. Denda, resident vice. 
president, New York City; Robert L, 
Feldman, Pittsburgh; Melvin C. Mielke, 
Columbus, O.; Alphonse P. Labbe, Van 
Buren, Me.; Harry M. Smith, Hartford: 
James M. Voss, Boston; Fred R. Fast, 
Newark, and Morris H. Rodnick, Bridge. 
port, Conn. 

President Rolland E. Irish; Agene 
Vice-president Robert C. Russ, Vice. 
president Alfred W. Perkins, Second 
Vice-president John R. Carnochan, and 
B. Richard Markham, director of train. 
ing, spoke for the home office. 

The President’s Scroll, awarded an 
nually to the leading agency for alt 
around operation, was presented to Mr 
Jordan. Recognition was given to Mr 
Denda, last year’s winner; Mr. Mielke 
Mr. Feldman and Mr. Labbe, whos 
agencies were runners-up for the award 








Aetna General Agents 
Confer, Plan for Future 


A four-day conference of gener 
agents of Aetna Life was held at Bou 
Raton, Fla. Implementation of, th 
company’s recruiting and field training 
program for new agents was a majo 
topic on the agenda for the meeting 
which was the first nationwide confer 
ence of Aetna J.ife general agents since 
1948. 
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Morgan B. Brainard, president, at 
dressed the opening business session @ 
the conference. Robert B. Coolidg, 
vice-president, was in charge of th 
meeting. Other speakers from the hom 
office were W. Dallas, vice-pres 
dent, and Arwood Henderson, Roe 4 
Maier and E. H. Snow, assistant super, 
intendents of agencies. 

General agents who spoke include 
Gilbert V. Austin, Brooklyn; L. K. Bat 
cock, Jr., Philadelphia; J. E. Berg, Jt 
San Diego; H. H. Chase, Pittsburgh 
W. T. Craig, Los Angeles; Howard ¢ 
Kalb, Spokane; H. J. McLaurin, Dy 
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troit; J. Denny Nelson, San Francis American } 


W. J. Schergens, Shreveport and 

ald P. Walton, Birmingham. 
Serving as chairmen at the busines 

sessions were Paul R. Green, Seattifa 























ory council, John A. Hill, Toledo, a 
H. E. Kasche, Milwaukee. 





Western Reserve Life of Austin, Te 


the home office. Lie 
in charge 


vice-president 
Pres 


extended greetings. 


Mr. Grove presented a study in 
‘why” of planning and the “how 
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nion | Elect Robertson President 
ting | of Boston Association 
William R. Robertson, general agent 
onan of Massachusetts Mutual, has been elect- 
Mutuaa ed president of 
al man. Boston Life Under- 


writers Assn., suc- 
in thee ceeding John P. 
Hennessey, 


~ ‘<= resigned, due to a 
obert L promotion 
~ Mielk and trans fe r to 
Bes Var New York City. 
Jartionl Merlin J. Ladd, 
aartiord § New England Mu- 
R. Fast tual was elected 
+» Bridge first vice-president, 
and Robert E. 
Agengy§ Turner, Equitable 
ss, Vice Life of Iowa, sec- Ww. R. Robertson 
, Secontl ond vice-president. 
shan, and Mr. Robertson, who at the age of 27 
of train-§ started with Massachusetts Mutual in 
1940 at Syracuse, became general agent 
rded anf) one year later. He was transferred to 
for al-= Boston as general agent in 1947. A di- 


>d to Mr jp rector of the Boston ‘Life Underwriters 


n to Mra Assn. for 314 years, he is also vice- 
+ Mielke president of Boston General Agents & 
e, whog Managers Assn, and is a C.L.U. 

he award 





Oklahoma Congress Program 
Aimed at New, Older Agents 


=] 
The program announced for the sales 

e congress of Oklahoma Assn. of Life 
f generd Underwriters is aimed at the weekly 
1 at Bouf premium and combination agent as well 
1 of thg as the million dollar producer. 
{ training The same program will be presented 
a majop at Tulsa Feb. 1, for agents of eastern 
meeting) Oklahoma, with Floyd Reynolds of 
ie conferg Tulsa, co-chairman, presiding; and Feb. 
ents sintg 2 at Oklahoma City for those in the 
western half of the state, with Harry 
Buchheimer, New York Life, in the 
chair. Following the welcome by Presi- 
dent Albert B. Irwin, Northwestern 
Mutual, Oklahoma City, a talk on “The 
Gimmick that Doubles and _ Trebles 
Your Production” will be given by Bert 
G. Ripley, Southwestern Life, Wichita 
Falls, Tex. : 
The “Early Years of Career Life 
: Underwriting” panel that follows will 
; includ} be composed of Noel’ L. Welch, Metro- 
.. K. Bat politan Life, Tulsa; J. W. McCarty, 
Berg, Jif Metropolitan; William J. Simpson and 





ident, at- 
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ant super 












>ittsburgil Paul Merrill. / 
Toward(§ James R. Adans of Birmingham, 
aurin, YE southeastern director of agencies of 


Francis American National, will close the morn- 
and ing session with a discussion of a 
“Philosophy of Achievement.” 

e businef The afternoon session will open with 
n, Seattfa panel on “The Later Years of Career 












snts’ advig Life Underwriting” led by J. D. Ander- 
oledo, mg son, Mid-Continent Lite, Oklahoma 
City. Jack G. Wiggins, Oklahoma City; 
0. E. Shoaf, Ponca City, and Floyd 
Champeau will compose the panel. 
stin The sales congress will close with a 
u tak on “Calling Your Shots” by Ver- 
ustin, T 
IK e s a 
‘or 9% Ohio National Appoints 


at Another Hill at Sandusky 
he ach’ Ohio National Life has appointed 
stated Harold C. Hill gen- 
eral agent at San- 
dusky, O., to suc- 
ceed his father, 
George C. Hill, 
who will continue 
as manager of the 
company’s Ohio di- 
vision. It is ‘the 
first time in com- 
pany history that a 
son has succeeded 
his father as gen- 
eral agent. 

Mr. Hill entered 
the business with 
his father’s agency 
field Silas cashier in 1937. He became manager 
tendent. in 1945. George Hill has been general 
eton, MBaent at Sandusky since 1917. 

















Harold C. Hill 










gested. 
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lin J. Harrold, home office general 
agent of Lincoln National. 





Syracuse Panel Program 


A panel of four million dollar produc- 
ers discussed the knowledge, attitude, 
skill and habits that help an agent suc- 
ceed at the Jan. 17 luncheon of the 
Syracuse association. Speakers were 
Forbes S. Tuttle, and Holden F. Hills, 
both of Massachusetts Mutual, Fred- 
erick B. Northrup, Mutual Benefit, and 
Donald C. Newton, Connecticut Mu- 
tual. Harry C. Copeland, Massachu- 
setts Mutual, was moderator. 





400 Attend Virginia Meeting 


RICHMOND—More than 400 Vir- 
ginia. life insurance agents met at 
Richmond for the life insurance sales 
congress sponsored by the Richmond 


association. Luncheon speaker was C. 
Brainerd Metheny, Fidelity Mutual 
general agent at Pittsburgh. Other 


speakers were W. W. White, secretary 
of Peoples Life; W. W. Smith, Metro- 
politan Life agent at Gastonia, N. C., 
and W. Sheffield Owen, vice-president 
of Life ‘of Georgia and president of At- 
lanta C.L.U. 





Kansas Membership Booms 


Kansas state association has reported 
a membership of 730 for 1951 in 18 local 
associations. Its goal for the current 
membership drive is a 10% increase 
in membership. 





Seattle—John O. Wilson, general agent 
for Mutual Benefit Life,.spoke on “Sec- 
ondary Recruiting.” 

Philadelphia—The annual luncheon and 
sales congress will be held Feb. 14. 

Oklahoma City—The January meeting 
will be merged with the sales congress 
Feb. 2. Elmer Moore, million dollar pro- 
ducer for New York Life at Wichita, will 
discuss “Estate Planning” Feb. 29. The 
March 27 program will include a discus- 
sion of “Business Insurance by H. P. 
Gravengaard, of the National Under- 
writer Co. 

Salina, Kan.—John V. Coe, Massachu- 
setts Mutual, Wichita, spoke on “Pres- 
tige Building and Good Habits.” He is 
Ist vice-president of the Kansas asso- 
ciation. 

Seattle—Robert R. Mathews, manager 
for Northern Life of Seattle, discussed 
his successes and failures in recruiting. 

Austin, Tex.—R. N. Lewis, Great Na- 
tional Life, reviewed the situation with 
regard to the Kilday bill and stressed 
the fact that while the federal authori- 
ties offer benefits they take the neces- 
sary money from the people through hid- 
den taxes. The importance of letters to 
local congressmen from individual voters 
was stressed. 

The Frank Bettger film was shown 
through the courtesy of Southwestern 
Life. 


San Antonio—Robert H. Nutt, Greens- 
boro, N. C., specialist in memory training, 
told of the importance of remembering 
names for the life insurance man who 
would prospect. He said he first recog- 
nized the importance of remembering 
names when the late President Julian 
Price of Jefferson Standard Life asked 
him to tell the names of three men to 
whom Mr. Price had introduced Mr. Nutt. 
Mr. Nutt was unable to give the names 
and received a reprimand. 


Milwaukee—Harold F. Bowes, Milwau- 
kee manager for Phoenix Mutual, spoke 
on “Succeeding in Life Insurance Sell- 
ing.” He stressed the need of a creative 
imagination and the importance of ad- 
vance planning and organized thinking 
by the agent to accomplish the best 


sales results. 


Denver—The. speaker for the January 
meeting will be Martin Robinette, field 


supervisor of Beneficial Life. 


San Angelo, Tex.—G. Archie Helland, 
president, Texas association, spoke on 
“What the Life Underwriters Association 
Has Done and Is Doing.” 

A panel with V. W. Kelley as mod- 
erator on the theme, “What Is Your 
Problem?” discussed the subjects sug- 
Joe L. Randol, Southwestern 
Life; Paul Mann, Western Reserve Life; 


H. Grady Stovall, Western Reserve Life, 
and Pierce Welty, American National, 
were on the panel. 

Odessa, Tex.—G. Archie Hellahd, presi- 
dent of the Texas association, spoke to 
the newly organized Oil Center associa- 
tion, Odessa, Tex., on ‘““‘Why a Life Under- 
writers Association and the Value of 
Membership in the Association.” J. Cecil 
Moore, president, introduced Mr. Helland 
and presided. 

Chiecago—Stacy B. Merchant, assistant 
director of agencies of Mutual Trust Life, 
will address the opening session of the 
sales forum series scheduled for four 
Fridays in February. Mr. Merchant re- 
places Mrs. Sis Hoffman, Union Central, 


Cincinnati, on the program. Roy D. Si- 
mon, Penn Mutual, and Henry Persons, 
Mutual Life, are co-chairmen of the 
series. An attendance of 600 is expected. 

Midland, Tex.— President G. Archie 
Helland of the Texas association, spoke 
to the Permian Basin association, Mid- 
land, on “How the Association Works 
for You.” 

Pittsburgh—Cornelius G. Scheid, New 
York Life at Cleveland, spoke on ‘Ideas 
that Sell Life Insurance.” 

Phoenix—Arizona state association saw 
ithe Frank Bettger film. At the same 
meeting, the public information commit- 
tee reported on plans for members of 
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YES — applause for every member of the Bankers 
Life of Nebraska field organization which 
made nineteen fifty-one the greatest production 
year in our sixty-four years’ history; 
production reflecting an increase of more than 15% 


over 1950, our previous record year. 


Over Three Hundred and Eight 


Million Insurance-In-Force. 
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the association to conduct life insurance 
elasses in Arizona high schools. 

Madison, Wis.—At the 1952 “kick-off” 
meeting, Alden C. Palmer, R. & R. Serv- 
ice spoke on “Is the 1952 Price of Lead- 
ership Up?” Also at this meeting the 
Frank Bettger movie was shown. 


Jackson, Mich. Clifford R. Miller, 
vice-president and trust officer of Jack- 
son City Bank & Trust Co., discussed 
wills, trusts and estate planning. He 
recommended full cooperation by trust 
officers, life men and attorneys to attain 
a maximum of flexibility and service. 


Lansing, Mich.—Edward Morton, super- 
visor of agencies for U. S. branches of 
North American Life of Toronto, talked 
on agents’ problems and opportunities. 
His subject was “Planning for a New 
Year.” 

St. Louis—J. Harry 
with John Hancock, Paul Revere and 
Central Standard, spoke Thursday on 
“The Escalator Clause—in Selling.” 

Columbus, O0.—Charles J. Zimmerman, 
managing director of Life Insurance 
Agency Management Assn., will speak 
Jan. 31. 

Newark—Walter Wissinger, vice-presi- 
dent of agency relations for New York 
Life, spoke on “The Life Insurance Agent 
and His Position in the Community.” 

Washington— James FE. Rutherford, 
vice-president of agencies for Pruden- 
tial, will address the Jan. 24 meeting of 
the District of Columbia association. 





Wood,. formerly 


Roanoke, Wa.—M. W. Peterson of 
Charlotte, N. C., spoke at the January 
meeting. 


Republic Nat'l Qualifiers 
Convene at Boca Raton 


More than 200 qualifying Republic 
National field men and wives have just 
concluded a week’s convention and out- 
ing at Boca Raton, Fla. 

‘Receiving awards were Charles E. 
Shedd, manager at Dallas, representing 
the company’s leading agency, and Guyn 
M. Pannell, Abilene, Tex., and Claude 
Harshaw, Duncan, Okla., leaders in life 
and in A. & H. Members of the Lower 
Rio Grande agency enjoyed a plane trip 
to Havana in recognition of their agen- 
cy’s leadership during president’s month 
in June. 











Elmer E. Chase has been appointed 
chief of the management and operations 
division of the housing department of 
New York Life. Mr. Chase has been 
chief of the examining division of the 
Export-Import Bank of Washington. 





.Country Life will hold its annual 
roundup meeting for agents Jan. 27-28 


at the Edgewater Beach hotel, Chicago. 
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Wier ig on the right track-- 
pr | 


Incidentally, Wilbur, if you’re look- 
ing for a streamlined outfit with a solid 
roadbed and excellent ideas about getting 
places, write to the Director of Agencies (Wm. 
J. W. Merritt) at the W.N.L. 


WISCONSIN NATIONAL LIFE INSURANCE COMPANY 
OSHKOSH, WISCONSIN 
General Agency Openings in: Wisconsin, Michigan, Illinois, 
Indiana and Minnesota ; 


First al Reserve Stock Life Insurance Company 
a Incorporated in Wisconsin 


but the wrong train ! 


Wilbur knows 


wants to go... he wants 


where he 
success, independence, se- 
curity — and he’s willing to 
work to achieve his goal. 
He’s on the right track. But 
back there in the station he 
should have gotten on one 
of the 600 crack limiteds 
marked “LIFE INSUR- 
ANCE SELLING”. 











Jackson Blvd., Chicago 4, Ill. 





WANTED 


AN AGENCY CONNECTION WITH A 
GOOD LIFE COMPANY 


The largest real estate and general insurance agency in its area, 
located in a medium size, prosperous middlewest community, is de- 
sirous of opening a life dept. We are ready to act if we get the 
right connection. Address J-72, The National Underwriter, 175 W. 

















NEWS ABOUT 


LIFE POLICIES = 





Phoenix Mutual to 
Write Brokerage, 
Outside Business 


Phoenix Mutual Life will now write 
brokerage business and also has liber- 
alized requirements on surplus line 
business from agents of other com- 
panies. 

Contracts available for brokerage 
business include retirement income, 
double family income, and economic 
protective life, a life plan designed for 
business insurance. A home protector 
contract, offering decreasing term insur- 
ance for various types of reducing mort- 
gages, and a five-year term special fea- 
turing minimum cost and convertibility 
within four years, also are available, as 
well as a series of pension trust plans. 

The schedule for the more liberal 
compensation for brokerage and surplus 
line business provides a graded first 
year commission scale up to 55% for 
ordinary life, and a renewed rate in 
excess of nine 5’s. Renewals are also 
provided up to the 14th year for larger 
production. The company states that 
this gives a commission return above 
average. 

The company’s disability income and 
premium deposit fund privileges will be 
available to brokerage clients. Risks in- 
volving an aviation hazard or a potential 
war hazard will be considered on the 
same basis as for company agents. The 
same general rule will apply to pension 
trusts and substandard cases. The com- 
pany has also increased the limit for all 
forms of single premium annuities to 
$50,000. 





Pacific Mutual Discount 


Pacific Mutual Life is allowing a 2% 
discount on premiums paid in advance. 
The company will accept 20 years’ pay- 
ments in advance or premiums up to 





Conn. Mutual Advisers 


Frank Carlucci, Wilkes-Barre, Pa., 
Harry H. Kail, Cleveland, and Chester 
T. Wardwell, Peoria, Ill., were elected 
to two-year terms on the general agents 
advisory committee of Connecticut Mu- 
tual Life. 


Actuarial Club Officers 


Robert H. Little, vice-president of 
Scott & Co., has been elected president 
of the San Francisco Actuarial Club. 
Arthur A. Ferguson, assistant actuary 
for West Coast Life, has been elected 
vice-president, and Elsie L. Gough, 
group actuary for West Coast Life, is 
the new secretary. 








Carlson Heads Division 


Harry L. Schroeder, new agency di- 
rector for Central Standard Life of Chi- 
cago has named Roy H. Carlson super- 
intendent of agencies of the industrial 
division. Mr. Carlson entered life in- 
surance at Minneapolis with John Han- 
cock Mutual in 1943. He became an as- 
sistant manager for that company and 
in 1951 joined Central Life as a super- 
visor in the ordinary division. 


Fansler With Nebraska Bankers 


In the Dec. 28 edition of THE 
NATIONAL UNDERWRITER a story describ- 
ing the December meeting of San Fran- 
cisco Assn. of Life Underwriters incor- 
rectly identifies Paul Fansler with 
Bankers Life of Iowa. Mr. Fansler is 
the leading agent in the Fresno agency 
of Bankers Life of Nebraska. 


The latest New England Mutual Life 
course on agency building was attended 
by 17 supervisors. The six-day session 
was devoted to recruiting, selection, 
training and agency supervision. 








$100,000 under the new discount rate, 
Withdrawal of unearned premiums i; 
permitted. 


Hikes Non-Medical Limits 


Connecticut Mutual Life has increased 
non-medical limits for men and women, 
Within -any 12-month period, $10,000 
may be written at ages 10-30 without 
a medical examination, or a total of 
$15,000 over more than a _ 12-month 
period. Other limits are $5,000 at ages 
0-9 within 12 months, or $10,000 overall: 
$7,500 at ages 31-35 within 12 months, 
or $10,000 overall, and $5,000 at ages 
ta within 12 months, or $10,000 over. 
all. 

After an applicant has been approved 
for standard insurance, any non-medical 
insurance previously granted may be 
disregarded in applying these limits 
Married women who do not go out of 
their homes daily to a place of employ- 
ment are not included in these limits, 
They are limited to $3,000 non-medical, 








Increases Dividend Scale 


Imperial Life of Canada has increased 
its dividend scale for all standard life 
and endowment policies at northern 
rates with annual premiums. The aver- 
age increase is about 5%. 





Conn. General Ups Scale 


A new scale of dividends has been 
brought out by Connecticut General. For 
ordinary, which accounts for almost 30% 
of its participating ‘business, the in- 
creases in dividends range up to 30%. 
For ordinary, limited payment and en- 
dowment contracts, the new schedule 
increases as age at issue goes up. 

Adjustments in the new scale vary by 
age, policy duration, and plan of insur- 
ance. Although dividends will be held 
down in some income contracts, in no 


WANT ADS 


Rates $13 per inch per insertion— 1! Inch mini- 
mum. Limit—40 words per inch. Deadline Tues- 
day morning in Chicago office — 175 W. Jack- 
son Blvd. Individuals placing ads are requested 
to make payment in advance. 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 











WANTED 


Man qualified to underwrite and adjust 
claims for hospitalization department. Also 
desirable that he be familiar with home 
office setup. Position is open with young 
company and there will be plenty of 
room for advancement. If interested, 
please answer to the address listed below. 
All inquiries will be confidential. Address 
J-75, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 








WANTED 
AN EXPERIENCED LIFE MAN 
TO HEAD UP A NEW LIFE DEPT. 


A large, well established real estate and gen- 
eral insurance agency, located in an excellent 
community in the middle west, is about ready 
to open a life dept. We need a qualified man 
to manage it. Write giving all information 
possible, to box number below. All inquiries 
kept confidential, of course. Address J-7I, 
The National Underwriter, 175 W. Jackson Bivd., 
Chicago 4, Ill. 








ACTUARY 

Leading Midwestern Life Company has 
opening for experienced Fellow or Associate as 
Assistant Actuary made available by reassign- 
ment of duties. Supply full particulars of edu- 
cational background, experience, family status 
and other pertinent information to J-69, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 


fine 





January 18, 
= 
case Will th 
that paid ir 
For - pz 
scale will re 
10%4%. Ex 
options an 

deposit rem 


New Gu 


gid 
adopted a 
plan which | 
return prem 
before age 

pons availal 
year until a 
full year’s 

=————— 


—————— 
Safe Driv 
Cincinno 
Cincinnati 
writers at it 
sponsor a 
campaign in 
pring 1952. 
members to 
obtained fro 
members. 
Each pers 
a pledge ca 
with city s 
miles per he 
as sponsor. 
stickers to 
dashboard. 
taining the | 
tunities and 
new contact: 
a public rel: 
The prog 
cooperation 
the Cincinn 
the Greater 
Considerable 
the local pr 
As part o! 
the plan at 
partment ex 
“Speed,” py! 
Mutual Ca: 
Were Four,’ 
Vacuum Oil 
tive director 
safety coun 
safety camp: 
L, J. Erls! 
ton, presider 
discussed pl: 
tion of the 
Cincinnati, 
Case, Inter- 
vention chai 


Hé& A.C 
Regional 


H.& A. U 
hold a regio 
Jan. 28. Rol 
can Accident 
committee, 1 
program. C. 
tor, will spea 
visions law 
Gordon Mer 
and Robert 
counsel, will 
activities. 
Talks that 
cial interest 
Moore, Hoo: 
relations asf 
G. Alpaugh, 
development: 
Roy A. Mac. 
director, on | 
ers, fisherme 


Carey ar 
Supervis 
James A. | 
son have be 
sickness ho 


Occidental I 
Mr. Carey 














ater extens 





, 1952 


Teased 
vomen, 
$10,000 
vithout 
tal of 
month 
t ages 
verall: 
10nths, 
t ages 
) over. 


Proved 
1edical 
ay be 
limits, 
out of 
nploy- 
limits, 
edical, 


e 


reased 
rd life 
rthern 
» aver- 


le 


; been 
1. For 
st 30% 
le in- 
. 30%. 
id en- 
hedule 


ary by 
insur- 
e held 
in no 


j 

PT. 

i gen- 

cellent 
ready 





January 18, 1952 


LIFE INSURANCE EDITION 


17 











case Will the 1952 dividend be less than 
that paid in 1951. — : 

For all participating business, the new 
scale will represent an increase of about 
104%. Excess payments on settlement 
options and interest on dividends left on 
deposit remain at 3%. 





New Guaranty Union Plan 


Guaranty Union Life of California has 
adopted a participating juvenile estate 
jan which is unusual in that it includes 
return premium benefit if death occurs 
before age 21, guaranteed savings cou- 
ns available each year after the first 
year until age 21 upon payment of the 
jull year’s premium, and options at 


age 21 including the right to convert 
to an endowment at age 65 by applying 
all coupons and continuing the original 
premium. Many companies include only 
one or two of these extra benefits rather 
than the three of them. 

The Guaranty Union whole life policy 
features $1,000 insurance to age 21 and 
$5,000 insurance after age 21. 





Pacific Mutual Life has reduced its 
premiums for accidental death and dis- 
memberment benefits. 





Minnesota Mutual has announced a 
10% increase in dividends to policy- 
holders. 








ACCIDENT AND HEALTH 





Sate Driving Campaign New 
Cincinnati Assn. Project 
Cincinnati Assn. of A. & H. Under- 
writers at its January meeting voted to 
sonsor a “25-35 Club” safe driving 
campaign in the greater Cincinnati area 
wring 1952. The goal is 100,000 club 
members to be secured through pledges 
obtained from the public by association 
members. mye 
Each person joining the club will sign 
a pledge card which agrees to comply 
with city speed limits of 25 and 35 
miles per hour and lists the association 
as sponsor. Members also will receive 
stickers to attach to the automobile 
dashboard. Efforts of members in ob- 
taining the pledges will provide oppor- 
tunities and reasons for making many 
new contacts, aside from accomplishing 
a public relations job, it is felt. : 
The program will be conducted in 
cooperation with the traffic division of 
the Cincinnati police department and 
the Greater Cincinnati safety council. 
Considerable publicity is expected from 
the local press. : ; 
As part of the program of presenting 
the plan at the meeting, the police de- 
partment exhibited two safety films— 
“Speed,” produced for Lumbermens 
Mutual Casualty, and “Then There 
Were Four,” produced for the Socony- 
Vacuum Oil Co. Kenneth Miller, execu- 
tive director of the Greater Cincinnati 
safety council, explained the city’s 
safety campaign. 

L. J. Erlsten, Hoosier Casualty, Can- 
ton, president of the Ohio association, 
discussed plans for the annual conven- 
tion of the state group to be held at 
Cincinnati, April 24-25. William A. 
Case, Inter-Ocean, Cincinnati, is con- 
vention chairman. 


H. & A. Conference to Hold 
Regional at Indianapolis 


H. & A. Underwriters Conference will 
hold a regional meeting at Indianapolis 
Jan. 28. Robert R. Neal, North Ameri- 
can Accident, chairman of the executive 
committee, will review the conference 
program. C. O. Pauley, managing direc- 
tor, will speak on the new standard pro- 
visions law and tell of the Harold R. 
Gordon Memorial Award competition, 
and Robert Rydman, assistant general 
counsel, will discuss insurance depart- 
activities. 

Talks that are expected to be of espe- 
cial interest are those by Harold A. 
Moore, Hoosier Casualty, on the public 
relations aspect of claim handling; W. 
G. Alpaugh, Jr., Inter-Ocean, on agency 
developments in A. & H. insurance, and 
Roy A. MacDonald, assistant conference 
director, on special policies (polio, hunt- 
€ts, fishermen, sports). 


Carey and Anderson A. & H. 
Supervisors for Occidetnal 


James A. Carey and Harry A. Ander- 
son have been appointed accident and 
sickness home office supervisors for 
Occidental Life of California. 

Mr. Carey joined Occidental in 1949 
ter extensive experience in hospital 











association work, as an A. & H. claims 
adjuster. He moved to the sales divi- 
sion in 1950, and since then has traveled 
extensively in the field. 

Mr. Anderson was formerly director 
of A. & H. production for American 
Casualty and also served as_ superin- 
tendent of its group division. He has 
been in the insurance business since 
1944. Earlier he was with Continental 
Casualty as field supervisor and asso- 
ciation group manager. 


Hear High School Principal 


Speakers at the monthly luncheon 
meeting of A. & H. Underwriters Assn. 
of Milwaukee was the Rev. i 
Witkowiak, principal of St. Cathrine’s 
high school, Racine, Wis., on “Com- 
munism and Its Philosophies.” 

Clifford C. Raisbeck, Washington 
National president, announced a mem- 
bership drive would be undertaken 
shortly by a committee with Thomas 
Calahan, Time, vice-president and In- 
ternational director, as chairman. Al- 
bert L. Anderson, Massachusetts 
Protective, president of the Wisconsin 
association, announced that the annual 
meeting of the state association has 
been tentatively set for Jan. 26. 


Plan N. Y. 1952 Program 


Plans for 1952 were discussed at the 
first meeting of the new executive com- 
mitee of A. & H. Club of New York. 
The new officers will be installed for- 
mally at the Jan. 24 meeting by Rexford 
Crewe, Hartford Accident, who also 
will give a talk on the background and 
activities of the Insurance Institute. 


Hear LeVita at Baltimore 


M. H. LeVita, actuary of the Mary- 
land department, was speaker at the 
Jan. 9 meeting of Baltimore Assn. of 
A. & H. Underwriters. Mr. LeVita, 
talking on “Selling A. & H. Insurance— 
and the Public,” emphasized the re- 
sponsibilities of the agent, commenting 
that it is up to the agent to know his 
business, know his market, know how 
to sell, know how to service, and know 
how to handle claims. 








Favor School at U. of Texas 


San Antonio A. & H. Underwriters 
Assn. heard A. W. Cantwell, vice- 
president of American Hospital & Life, 
summarize the values of the pilot school 
held at the University of Illinois. The 
establishment of such a school at Uni- 
versity of Texas was endorsed. 

O. Harlan, regional director of 
the International association, asked for 
views on advertising in the association 
magazine. W. D. Bacon, second vice- 
president of the Texas association, spoke 
of the need to build membership -to se- 
cure a hearing on important legislative 
matters. 


Cal. Blue Shield Expands 


California Physicians’ Service (Blue 
Shield), has appointed Loren Atwood as 
counselor on employe benefit plans. As- 
sisting him will be Edwin M. Burr in 
northern California and ‘Ronald Cock- 
burn in southern California. 


Hear Mueller at Chicago 


Some comments on England’s social- 
ized medicine and an interesting review 
of a trip to Europe were given by E. H. 
Mueller, general agent for Pacific Mu- 
tual Life and Provident Life & Accident 
at Milwaukee, at a luncheon meeting 
Tuesday of Chicago A. & H. Assn. 

It was Mr. Mueller’s contention that 
most Britons are either decidedly for or 
against socialized medicine. He esti- 
mated that only 40% favor it and those 
are persons of lesser economic status. 
This type of medicine, he said, is leading 
to a lack of interest on the part of 
physicians as well as a lessening of per- 
sonal interest in the patient. 

A large contingent from the Milwaukee 
association, led by President C. é 
Raisbeck, Washington National, at- 


tended. Carl A. Ernst, North American 
Life & Casualty, St. Paul, president of 
the International association, spoke 
briefly. 





Board of Trade Group Plan 


Members of Board of Trade of Chi- 
cago have been notified by the executive 
committee that a group accident and 
sickness insurance plan is to be spon- 
sored exclusively for Board of Trade 
members. The plan is underwritten by 
Continental Casualty and collections will 
be made direct from members by the 
administrator. The details are to be 
conveyed to the members later. 





Connecticut General Life has joined 
H. & A. Underwriters Conference. There 
are now 168 company members. 








Life and 











THE “THIRD PARTY” 
IN THE CASE... 


Millions of dollars are spent every year to get people to 
say nice things, for advertising purposes, about every 
conceivable kind of product, from hairpins to half 
tracks. Which raises the question — if the third party 
endorsement will sell everything else, why shouldn’t it 
sell insurance, too? Our promotional program stresses 
this approach and — in the words of our men — proves 
there is “no better way to get the story across.” They'll 
tell you, too, it’s another good example of how 
“NALAC” fortifies its men with practical field aids to 
help them do an effective selling job. 
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More Stress on Lead 


Letters, Juvenile, 


Record-Keeping, N. Y. Agent Advises 


- Use more lead letters, work harder on 

juvenile savings insurance and keep bet- 
ter records is what W.-Lawrence Ham- 
ilton, Jr.,. White Plains, N. Y., would 
do if he had -his four-year insurance 
career to live over again. Addressing 
the “friendship luncheon” at the North- 
western Mutual eastern regional meet- 
ing in New York City, Mr. Hamilton 
explained for agents attending their first 
convention the methods that have 
worked best for him. 

In using lead letters, the first import- 
ant thing is to prospect for the names 
to send them to. Mr. Hamilton gets 
them mainly from newspapers in White 
Plains and surrounding towns. Also he 
makes a good deal of use of names ob- 
tained from lists of college students and 
any other lists that he can get his hands 
on. 


Simplifies Processing 


His system is to underscore the name 
in red pencil and then write the num- 
ber of the lead letter on the news article. 
Then he cuts these out and gives them 
to his part-time secretary. She looks up 
the correct names and addresses in the 
phone books and enters them on the 
list to be sent to the home office for 
mailing. In about 10 days the list comes 
back from the home office and a little 
later he starts to get his replies from 
the list. His secretary gets the phone 
numbers and as soon as possible there- 
after he calls up the prospects. 








Check these points — 


Centrally located just 45 minutes 
from the heart of Chicago in 
suburban Highland Park. 

Stately Georgian buildings sur- 
rounded by 21! beautiful wooded 
acres overlooking Lake Michigan. 
No commercial distractions, no 
city turmoil. Keep your men fo- 
gether in a quiet “country home" 
work-inspiring atmosphere. 

Private beach and every recrea- 
tional facility on the grounds or 
close by. 

No extra charge for use of ball- 
room and conference rooms of 
varying sizes. 


Ceavention or sales groups given first prefer- 
ence year ‘round. Write for full information. 
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These conversations run something 
like this: “Hello—may I speak to Mr. 
Prospect?—Hello, Mr. Robert F. Pros- 
pect?—This is Lawrence Hamilton of 
the Northwestern Mutual Life Insur- 
ance Co. I received your request for 
information on our planned income serv- 
ice and would like to present this in- 
formation to you along with a little 
leather notebook with your name 
stamped on it in gold. I’ would like at 
an early time to present this material to 
you. Would Monday or Tuesday eve- 
ning be convenient for you?” 


Stalling Point 


“At this point,” Mr. Hamilton told 
his audience, “you will get a lot of stalls 
and after a little telephone experience 
you will know them all. However, I 
press for an appointment.” 

He takes the notebook with him on 
the interview but presents it the last 
thing. In the interview he uses a folder 
with an isinglass front. Inside is the 
chart showing the planned income’s set- 
up. The isinglass permits the agent to 
write figures with a grease crayon. The 
writing comes off easily with lighter 
fluid after being used. 

Mr. Hamilton has found that he gets a 
high ratio of replies to the planned in- 
come letter and also to the youth thrift 
plan letter. It is important, he said, to 
send lists regularly to the home office. 
He sends about 50 names a week. If for 
some reason the agent gets an unusually 
large number of names it is better to 
spread them out rather than sending too 
many at once. 

Mr. Hamilton advised trying the lead 
letters over a period of at least a year. 

“You will find during this time that 
you will gradually be able to select the 
names for mailing much better and it 
takes about a year to really discover 
that you are getting some good results 
from your lead letter mailing,” he said. 


PRIZE PACKAGE 








Mr. Hamilton’s favorite package sale 
is the youth thrift plan. Nearly every 
sale is on the annual premium basis and 
seldom does the agent lose a case on 
the physical examination. Making an 
average $10,000 sale on a paid-up at 65 
plan takes only about 45 minutes. Also 
these sales will lead to a lot of repeat 
business. Mr. Hamilton handles the re- 
plies, and appointments from letters 
based on the youth thrift plan in much 
the same manner as the one on planned 
incomes. 

Mr. Hamilton’s sales talk for this 
policy is based on comparing the results 
of buying a policy on a youngster at 
his present age as compared with wait- 
ing until he is aged 25. For instance, a 
policy that would involve a total outlay 
of $8,278 by the time it is paid up at 
age 65 if issued at age 10 would 
show a profit of $6,792 if the dividends 
were left to purchase paid-up additions. 
The same contract issued at age 25 
would involve an outlay of $9,068 and 
the profit would be only $3,832 or a dif- 
ference of $2,960 in favor of buying at 
age 10. In addition, there would have 
been 15 years of life insurance protec- 
tion by buying at age 10. 

In one case Mr. Hamilton received a 
reply on a youth thrift plan letter from 
a man whose name he had gotten from 
a front page newspaper article. Mr. 
Hamilton phoned the man’s office and 
fortunately got to speak with him. He 
explained his call but the prospect sug- 
gested that he mail the information. 


Mr. Hamilton did this. Two weeks later 
he called to see if he had received the 
material but couldn’t get beyond his 
personal secretary. She said he would 
tell him of the call. 

Another two weeks went by and Mr. 
Hamilton was about ready to put the 
reply in his discard file. However, he 
then received a call from the man’s sec- 
retary saying that he would buy the 
contract. He mailed the application to 
the father and arranged for the son to 
be examined at his college. He has since 
mailed the policy to the father and has 
not yet met either him or his son. 


Advises Keeping Good Records 


Mr. Hamilton uses a simple double 
entry bookkeeping system. He advised 
keeping good financial records. “For 
with the money that you will be mak- 
ing in the life insurance business, sure 
as blazes, an internal revenue agent will 
want to see them,” he added. 

Another system for keeping track of 
his work is a drawing of a thermometer 
for each year. Mr. Hamilton uses a 
simple code, “N” for night calls, “D” 
for day calls, and the like. This a visual 
indicator of his progress during the 
year. 


Gramitaina’ Records 
Helps Sales Effort 


Organizing and running a one-man 
office presents a choice of selecting be- 
tween too much and too involved clerical 
effort that steals from valuable selling 
time and too little or careless record 
keeping that blocks the road to success- 
fully managing oneself and one’s affairs, 
Len G. Metzger, Remington Rand, told 
New York City Assn. of Life Under- 
writers. 

There is a difference in having a 
record of something and in addition, 
having the ability to produce that record 
at the moment it is most needed, for 
example, when the prospect is on the 
phone and wants an answer. The lame 
excuse of “I’ll call you later” won’t help 
build the client’s confidence like a 
prompt and accurate reply. 

Filing problems start out with per- 
haps a “lead” furnished by a friend 
through a letter. This involves two 
pieces of paper, the letter and a copy 
of the agent’s thank-you reply. Since 
more papers are bound to accumulate, 
the filing system begins here. Mr. 
Metzger suggested that the agent use 
a manila folder of heavy-weight stock. 
The folder tab can be reinforced, and 
located in the center or to the right of 
center. He suggested writing the name 
of the prospect on the tab or using a 
typed, gummed label affixed to the 
tab. 

Then he suggested the purchase of a 
set of alphabetical guides. The smallest 
set is generally 25 guides. This suffices 
for two drawers of material. He said 
it is more economical in the long run 
to buy pressboard guides having a 
metal tab. The tabs bearing the alpha- 
betic captions should run in a straight 
line, all in the same tab positions at the 
extreme left of the file drawer. The 
folder tabs are in the approximate 
center. This eliminates the confusion of 








folder tabs hiding the guide tabs whey 
a staggered left to right arrangeme 
of tabs across the drawer is employes 
All tabs are plainly seen and quick) 
located. 

Some people like to use fasteners tha 
hold letters in the file. He suggestej 
placing the correspondence with th 
latest date on top on the right side anj 
data on the left. The fasteners perm 
the folder to be carried about withoy 
the loss of the material. 

Then he suggested having a cro 
reference sheet in case a letter relatin 
to one prospect also pertains to som 
other matter. 

When the prospect becomes a po 
icyholder. his folder is tranferred to thy 
file. That file should be guided by; 
similar or larger set of alphabetic guide 
He suggests keeping prospects and po 
icyholders in separate file drawers. 

This avoids careless methods of filing 
all material relating to prospects in om 
overstuffed confusing folder  labele 
“Prospects.” 

Depending upon 
agent’s activities, 
are important additional 
might be useful. 

One of these is a data file into whit 
go copies of publications, bulletin 
statistical information, sales helps, per 
sonal commission statements and othe 
miscellaneous material. These mai 
classes can be subdivided if volume war 
rants. 


Weed Out Old Material 


Mr. Metzger suggested that agent 
make a regular practice of cine a 





















the scale of a 
he said that ther 
files whid 







reviewing their files and weeding ot 
material that is no longer useful. At 
the same time they may need to te 
classify some of the subject headings. 

Then he discussed prospect and pol 
icyholder record cards on which a 
agent normally should follow the pro 
cedure suggested by his home office, i 
it has one for him. It is possible, le 
said, to keep the policyholders recor 
cards at a minimum so that one carl 
can take care of renewals, age changes 
birthdays, etc., without the need fo 
any separate cards or elaborate sys 
tems. 

It is important with both prospect ant 
policyholder cards to keep addresses 
current as well as other changes affect 
ing the record. This eliminates keep- 
ing a separate address and _telephont 
number file. 

Agents representing several com 
panies may require separate record pages 
for each company so that policy num 
bers appear for each company. 

The important thing, he said, is t0 
adopt some fundamental clerical effor 
and establish adequate records through 
a system which the agent understand 
and on which he has worked. He wil 
then be more apt to appreciate thet 
worth and maintain them so that they 
can serve him. 

If an agent intends to pass his bus 
ness along to his son or to someomt 
else its worth is going to depend to? 
great deal on how well his records att 
organized. He compared a good rec 
system to an estate plan. Is the agett 
as organized in his record keeping # 
he would like the estate of his prospect 
to be? 








cisco and Bay area. 
St., San Francisco 4, Calif. 





LOAN CORRESPONDENT—SAN FRANCISCO 


Aggressive ‘Real Estate Brokerage Organization with long experience in 
appraisal work and mortgage loan business with reliable, excellent repu- 
tation and substantial financial backing, — is in a position to represent @ 
progressive life insurance company as loan correspondent in San Fran 
Address NU-!, The National Underwriter, 544 Market 
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AMONG COMPANY MEN 





Penn Mutual Raises 
Fallon, Schwartz 


Penn Mutual Life has appointed Jo- 
seph P. Fallon and Adolph F. Schwartz 
associate actuaries; Franklyn S. Pulver 
director of sales promotion, and Gordon 
B. Balle and H. Haines Fenimore assist- 
ant supervisors of mortgage loans. 

Mr. Fallon joined the company’s 
actuarial department in 1927. He was 
appointed assistant actuary in 1940. Mr. 
Schwartz has been with the company 
since 1921. Both are fellows of the 
Society of Actuaries. 

Mr. Pulver was a manager before 
joining the company in 1945. He was 
appointed supervisor of sales promo- 
tion and advertising in 1948, and a year 
later became assistant manager. Mr. 
Balle has been in the mortgage loan 
department since 1922, and Mr. Feni- 
more since 1916. 


Marshall Retires; Link New 
Lafayette Life President 


Dr. E. L. Marshall has retired at his 
own request as president of Lafayette 
Life, and Jacob W. Link was promoted 
from vice-president to succeed him as 
president. Fred M. Kuipers was elected 
vice-president and secretary; J. Kenneth 
Kensinger, treasurer, and Randall G. 
Yeager was made agency vice-president. 

Dr. Marshall, an official for 22 years, 
will continue as a director and member 
of the executive committee, and _ will 
be president-emeritus. Mr. Link has 
been with the company since 1913 and is 
a C.P.A. Mr. Kuipers becomes vice- 
president and secretary after serving 
as cashier, treasurer, secretary-treasurer 
and on the board. Mr. Kensinger has 
been with the company since 1935, pre- 
viously as manager of the investment 
department. Mr. Yeager has been su- 
perintendent of agencies. 

Glenn E. Stewart and Roger S. Wor- 
den have been promoted to assistant 
secretaries. 








Names 3 eatin Officers 


United States Life has appointed 
three junior officers at the home office. 
Blanche C. Gould becomes mortgage 
secretary, Charles A. Lesti assistant 
secretary, and Albert N. Webster con- 
tinues as personnel director. , 

Miss Gould joined the company’s 
investment and real estate department 
in 1940, after seven years’ experience 
with a mortgage guarantee company 
and a bank. She was named assistant 
manager of the real estate and invest- 
ment department in 1944 and acting 
manager in 1946. 

Mr. Lesti, with U. S. Life since 1946 
in charge of policyowners’ service, at 
first in the agency department, and later 
as manager of a separate department, 


LIFE INSURANCE FOR 
MEN-WOMEN-CHILDREN 


Rates and reserves on the 
C.S.0. Mortality Table and 
24%.% interest assumption. 
Good territory open in Illinois, 
Michigan, Minnesota and Wis- 
consin, Write to J. A. Porter- 
field, Field Manager. 


EQUITABLE RESERVE ASSOCIATION 
NEENAH, WISCONSIN 








THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1893 
4 Legal Reserve Fraternal Benefit Society 


Agnes E. Koob Dorothy H. Needham 
Bupreme President Supreme Secretary 
Port Huron, Michigan 

















has been in the busines for 40 years. He 
will continue to direct services to pol- 
icyowners. 

Mr. Webster joined U. S. Life as 
personnel director in 1950 after three 
years of personnel experience. Before 
that he had practiced law. 


Central Standard Life Elects 
Henning Vice-Chairman, 
Alexander MacArthur V.-P. 


Wilbur M. Johnson announces that 
Central Standard Life of Chicago has 
elected E. H. Henning, vice-chairman 
and a director. Mr. Henning has been 








E. H. HENNING 


for 11 years president of Illinois Bank- 
ers Life which recently was merged 
with Central Standard. Mr. Henning had 
started practicing insurance law in 1916 
in Kansas City. He moved to Chicago 
in 1923 and began representing Illinois 
Bankers Life as counsel in 1933. He be- 
came vice-president in 1935 and was 
named to the top post in the company 
shortly thereafter. 

Alexander MacArthur has been 
elected vice-president. Mr. MacArthur 
attended William & Mary. With. the 
air force he was shot down over Italy 
and became a prisoner in Germany. He 
started with the company as an agent 
in 1946 and has headed the agency at 
Chicago. His new responsibilities will 
be in the agency department. 

Harry L. Schroeder has been ap- 
pointed agency director. Mr. Schroeder 
entered the business in 1933 with the 
Equitable Society, went with the John 
Hancock Mutual in 1941 at Minneapolis, 
and was transferred to Chicago as home 
office supervisor in 1948. He went with 
Central Standard in 1950. 


Guarantee Mutual Names 
Berg Agency Superintendent 


New superintend- 
ent of agencies for 
Guarantee Mutual 
Life of Omaha is 
Arnold Berg. He 
has been assistant 
superintendent of 
agencies of Equit- 
able of Iowa. He 
entered the  busi- 
ness with Equitable 
at Bloomington, 
Ind., after gradua- 
tion from Univer- 
sity of Indiana in 
1932. In 1938 he 
joined the home 
office agency department as field super- 
visor and became assistant superinten- 
dent of agencies in 1947. 








Arnold Berg 


Sterling has declared a dividend of 
10c a share, payable Jan. 28 to stock of 





record Jan. 25. 


Fraternals Join 
Voluntary Credit 


Restraint Group 


WASHINGTON—The national vol- 
untary credit restraint committee has 
issued a _ statement indicateing that 
fraternal insurance groups “will be rep- 
resented along with other important 
classes of financial institutions” in the 
committee’s regional subcommittee or- 
ganization. 

The statement points out that fra- 
ternal representatives have been ap- 
pointed to regional insurance commit- 
tees with headquarters in New York 
City, Chicago, Dallas, and San Fran- 
cisco. The national committee has in- 
vited fraternals to “submit to the ap- 
propriate insurance committee any ques- 
tions which they may have with respect 
to the applicability of the adopted prin- 
ciples of the voluntary program to spe- 
cific items of financing.” 

Members of the eastern insurance vol- 
untary credit restraint committee ap- 
pointed by the national committee are: 
Ernest R. Deming, president, Unity 
Mutual Life & Accident, Syracuse, N. 
Y.; Norman MacKay, secretary, Order 
of Scottish Clans, Boston, Mass., and 
Michael J. Vargovich, president, First 
Catholic Slovak Union of the U.S.A., 
Cleveland, O., alternate. The midwest- 
ern committee is composed of Luke E. 
Hart, general counsel, Knights of Co- 
lumbus, St. Louis; De E. Bradshaw, 
chairman, Woodmen of the World Life, 
Omaha. Alternates are Thomas R. 
Heaney, president, Catholic Order of 
Foresters, Chicago, and John P. Stock, 
president, Maccabees, Detroit. 

The southwestern committee includes 
Anton E. Hill, secretary, Praetorians, 
Dallas, and Alan Brown, president, 
Woodmen of the World, Denver, alter- 


nate. West Coast committee: Joseph A. 
Bradley, San. Meto, Cal., and Minerva 
Codding, grand guardian, Neighbors of 
Woodcraft, Portland, Ore., alternate. 


IOF Stops Furnishing Free 
Medical Service to Insured 


TORONTO — Independent Order of 
Foresters is sending out notices to its 
various courts that due to rising costs 
it can no longer extend the limited 
free medical service which it has been 
providing to insured. 

In a majority of instances, insured 
were levied a fee to pay for these serv- 
ices, although the fee usually fell far 
short of the actual medical cost. In a 
notice to one court, the high court of 
central Ontario says: “For some years 
the high court of central Ontario has 
been providing members of subordinate 
courts with a limited free medical serv- 
ice through a group of physicians. How- 
ever, they have regretfully decided that, 
due to rising costs, it will be impossible 
to any longer provide a_ satisfactory 
free medical service for the courts, even 
to a limited extent. Please take note, 
therefore, that after Jan. 31, 1952, no 
further free medical attendance will be 
provided to the members of the court, 
and the members themselves will be 
responsible for payment of any attention 
received from any physician.” 








Trucksis Sales Promotion Head 


William O. Trucksis, formerly super- 
visor of sales advertising and publicity 
for the Ohio Farm Bureau companies, 
has been promoted to director of sales 
promotion. He is a graduate of the 
Ohio State University school of jour- 
nalism and has been with Ohio Farm 
Bureau since 1943. 


_Edward J. Phelps, agency director 
of Guardian Life, spoke at the January- 
meeting of Buffalo managers. : 
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A WELL-BALANCED COMPANY 


Steady Growth Continues 


Fidelity’s Life Insurance in Force 


Now Exceeds $700,000,000. . . 


This represents an increase of over 
$200,000 ,000 since October 1946... 
and over $300,000,000 


since October 1943 





The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 


PHILADELPHIA ¢ PENNSYLVANIA 
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Detroit Cashiers Hear Altick 

Harry J. Altick, general agent for 
State Mutual Life, and president of the 
Detroit Assn. of Life Underwriters, 
spoke on the history and aims of the 
agents’ associations at a meeting of the 
Life Agency Cashiers Assn. of Detroit. 


|| ACTUARIES || 




















CALIFORNIA A 
COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 
San Francisco Denver Los Angeles 




















ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 




















Certified Public Accountants 
and Actuaries 
1@ S. La Salle St., Chicago 3, Illinois 
Telephone FRanklin 2-4620 
tu Ry Ne RA An. He Gillette, C.P.A. 
. Moscovitch, A.S.A. WwW. P. Kelly 
M. Barkhuff, C.P.A. Robert Murray 


| Harry S. Tressel & Associates 




















INDIANA & NEBRASKA 


Haight, Davis & Haight. Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 

















NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 























NEW YORK 
Consulting Actuaries 
Auditors and Accountants 
Wolfe, Corcoran & Linder 


110 John Street, New York, N. Y. 


























PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 


PHILADELPHIA 








THE BOURSE 




















VIRGINIA & GEORGIA 


BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Pians 
RICHMOND ° ATLANTA 




















GENERAL AGENCY NEWS 





Twin City Agency Now Two 
in Bankers of Iowa Action 

A recent company action split the 
Twin City agency of Bankers Life of 
Iowa into two agencies—one at Minne- 
apolis, the other at St. Paul. Robert E. 








a 


Robert E. Shay R. B. Wheeler 


Shay, Twin City manager, continues as 
Minneapolis manager, and Roger B. 
Wheeler, assistant agency manager, has 
been promoted to St. Paul manager. 
Mr. Shay has been Twin City man- 
ager since 1943. Previously he had been 
assistant general agent at Minneapolis 
for Massachusetts Mutual. He is a past 
president of Minnesota Assn. of Life 
Underwriters and is executive commit- 
teeman for the National association. 
Mr. Wheeler joined the Twin City 
agency in 1935 after service with the 
Massachusetts Mutual. He was named 
agency supervisor that same year and 
for the past year has been assistant 
agency manager. He is a past president 
of St. Paul General Agents & Man- 
agers Assn. and has been treasurer of 
Minnesota Assn. of Life Underwriters. 
He is now vice-president of the state 
association and has served as chairman, 
secretary and treasurer of the Twin 
City sales congress. He is a C.L.U. 


Seattle Finishes Third 


The Seattle agency of Equitable of 
Iowa finished 1951 with a gain of 10% 
and an average production per man of 
well over $400,000. Leading with well 
over $1 million was John M. Utter. The 
agency also placed nine men on the 
company leaders’ list. 

Seattle led all agencies west of Chi- 
cago with only Detroit and Chicago 
ahead. 


Harrold Agency Leads 


The northern Indiana agency of Lin- 
coln National Life under General Agent 
V. J. Harrold led the company in total 
paid production for 1951. Others among 
the company’s top five are the Wood 
agency at Chicago, J. D. Marsh & As- 
sociates at Washington, D. C., the Si- 
mon agency at Norfolk and Isaacson 
agency at Salt Lake City. 


G. W. Smith at Milwaukee 


George Willard Smith, chairman of 
New England Mutual, who was a guest 
of George L. Grimm, Milwaukee, gen- 
eral agent for Wisconsin, in addressing 
a state field force meeting said the 
Milwaukee agency was the only one of 
the company’s 88 general agencies that 
has shown a business increase every 
year for the last five years. He also 
was a guest of Edmund Fitzgerald, presi- 
dent of Northwestern Mutual, at an in- 
formal meeting of industrialists and 
other business men. 














Honor Top Agents 


Honored at a banquet at the Marsh 


& Associates agency of Lincoln Na- 
tional at Washington, D. C., were 
Charles K. Reid and Russell W. Klise. 


Mr. Reid was selected as the most valu- 
able associate in 1951 and was presented 
with an antique silver wine cooler. Mr. 
Klise was given a gold wristwatch for 
leading the organization in paid busi- 
ness for the year. 

More than 30 people attended the 





banquet, and special quests included 
Cecil F. Cross, company vice-president; 
Dr. Charles Jones, company medical 
examiner in Washington, D. C.; Lucien 
H. Mercier and James R. Sharp, Wash- 
ington estate planning attorneys. 





Jamison & Phelps Agency 
Holds All Day Session 


At its eighth annual meeting, the 
Jamison & Phelps agency of North- 
western Mutual at Chicago geared its 
discussion to methods and procedures. 
Chairman at the opening session was 
Adolph Reinecke. Featured morning 
speaker was Robert E. Castelo, Cham- 
paign, former University of Illinois foot- 
ball great and a qualifying member of 
the Million Dollar Round Table. 

Mr. Castelo emphasized careful record 
keeping, goal seeking and activity dia- 
graming in his talk, “Some Hints on 
Habits.” A panel discussion followed, 
led by Moderator C. Rigdon ‘Robb, 
Clarence E. Smith, Lloyd W. Uebele, 
Henry H. Maltenfort, William A. Haz- 
lett and Edward C. Hoelscher, Jr., on 
methods. The panel was noteworthy in 
that the six experts, all of whom are 
million dollar producers, disagreed on 
almost every point. 

Laflin C. Jones, an assistant director 
of agencies and director of insurance 
sales research for the company, gave his 
new presentation, “The Man at the 
Pump.” 

Following lunch, which was also at- 
tended by the wives and agency per- 
sonnel, General Agent Nelson D. 
Phelps presented awards to the quality 
and volume winners, Mr. Smith and 
Mr. Hazlett. John O. Todd spoke on 
“Leadership Is Our Business.” He 
pointed out that today’s life agent must 
view with broad perspective the client’s 
needs now and later. “Surprise is the 
enemy of success,” he stated, “but prep- 
aration is the opposite of surprise. Peo- 
ple fear inflation and in so doing per- 
petuate it. But, has the deflated dollar 
really damaged life insurance?” he con- 
cluded. 

Closing speaker was Grant L. Hill, 
company vice-president and director of 
agencies, who outlined the latest sales 
points, the past year, and the attack 
for the coming year. Chairman for the 
afternoon session and adjourning the 
meeting was General Agent John H. 
Jamison. 


Earls Leads Mutual Benefit 


The Earls agency at Cincinnati led 
all Mutual Benefit Life agencies for the 
year with $12,078,469 paid-for. It was 
followed in the rankings by the Young- 
man agency, New York City; the Otto 
agency, Detroit; the Stotz agency, Grand 
Rapids, and the Huber agency, New 
York City. 


Go Over $17 Million 


Year-end figures of the Jamison & 
Phelps agency of Northwestern Mutual 
at Chicago brought total business in 
force, including dividend accumulation, 
to $227,645,000. Total written business 
for 1951 was $17,027,000 on 1,531 lives. 
Average production per agent was $294,- 
000, and the year’s average policy was 
$10,267. The agency was second in the 
company. 


N. W. Mutual Has Okla. Rally 


“Where to in 1952?” was the theme 
for the annual meeting of western Okla- 
homa agents of Northwestern Mutual at 
Oklahoma City under direction of Al- 
bert B. Irwin, state manager. Plans were 
made for the first half of 1952 with a 
goal set for production during the half 
year equal that for the entire year 1951. 


Welcome Whale to Okla. 


A company luncheon was given to 
welcome Albert Whale, recently ap- 
pointed general agent of New England 
Mutual at Oklahoma City. The com- 





pany, which has just entered Oklahoma, 
invited top life men and leaders in busi- 
ness and professional circles to meet 
Mr. Whale and home office men, includ- 
ing George Willard Smith, chairman, 
and Charles F. Collins, agency secre- § 
tary. The luncheon was followed by an 
open house in the agency offices. 


Sherer Agency Moves Office 


The Sherer agency of Midland Mu. 
tual has moved into its new offices at 
125 West Church street, Marion O. An 
open house was held to celebrate the 
opening of the new offices and Mr, 
Sherer’s 10th anniversary as agency 
head. For over 40 years the agency has 
served Marion and surrounding coun- 
ties. 


First Year Agency Leads 


The Garot & Christman agency of 
Security Mutual Life at Green Bay, 
Wis., was host to the agency force, local 
business and civic leaders, and com- 
pany officials at its first anniversary 
dinner. The agency led the company in 
1951 in new premiums. Attending were 
Frederick D. Russell, president; Nor- 
man T. Carson, vice-president; Robert 
M. Best and Robert E. Richard, joint 
directors of sales for the company. : 


Vinson Agency Gains 

The Vinson agency of Northwestem 
Mutual at Phoenix, Ariz., showed a 16% 
gain last year with $5,650,000 of paid 
production. It was the ninth consecu- 
tive year that the agency has shown an 
increase, and the production showed an 
822% gain over production at the time 
of the appointment of General Agent 
Harold F. Vinson. 


John M. Huebner, vice-president 0 
Penn Mutual Life, addressed William 
J. Nenner agency at Cleveland, O. 




















Convention Dates 





Feb. 15-16, Managers conference, Ney 
York State Life Underwriters Assn., Gid. 
eon Putnam hotel, Saratoga Springs, N.Y. 

Mareh 17-19, Small companies sprix 
conference of LIAM.A., Edgewater 
Beach Hotel. Chicago. 

March 17-20, midyear meeting of Na 
tional Assn. of Life Underwriters, Chi- 
cago. 

March 20-22, N.A.I.C. Zone 5, Baker ho- 
tel, Dallas. 

March 27-28, Life Insurance Adver. 
ttisers Assn., Eastern Round Table, & 
Moritz hotel, New York City. 

March 31-April 1, N.A.I.C. Zone 2, Ho- 
tel Roanoke, Roanoke, Va. 

March 31-April 3, N.A.I.C. blanks con. 
mittee, Hotel Commodore, New York. 

March 31-April 3, Blanks committee @ 
N.A.1.C., Commodore hotel, New York 
City. 

April 7-8, L.I.A.M.A. A. and H. spritz 
conference, Drake hotel, Chicago. 

April 17-18, Life Insurance Advertiser 
Assn., North Central Round Table, Par 
Plaza hotel, St. Louis. 

April 21-23, Home Office Life Under 
writers Assn., New York City. 

April 24-25, N.A.I.C. Zone 3, Long Beath 
Resort, Panama City, Fla. 

April 27-29, Southern Round Table 0 
Life Insurance Advertisers Assn., Juni 
hotel, New Orleans. 





May 5-7, L.I.A.M.A. large company’ 
conference, Westchester Country Club 
Rye, N. Y. 


May 19-20, Insurance conference Amer 
ican Management Assn., Hotel Statle! 
New York City. 

May 26-28. H. & A. Underwriters Cor 
ference annual, Cosmopolitan hotel, Det 
ver. 

June 4, Fraternal Actuarial 
Edgewater Beach Hotel, Chicago. 

June 16-19, International Assn. of A.é 
- cecal annual, Asbury Park 

June 22-25, N.A.I.C. annual conventi0l 
Conrad Hilton hotel, Chicago. 

Sept. 8-12, National Assn. of Life Ur 
derwriters annual convention, Atlant 
City. 

Sept. 29-Oct. 1, Bureau of Accident é 
Health Underwriters, annual, Grove Pati 
Inn, Asheville, N. C 

Sept. 29-Oct. 1, Life Insurance Adver 
tisers Assn., annual, Mount Royal hott 
Montreal. 

Oct. 23-25, Midwest managers confer, 
ence, sponsored by Indianapolis Genef 
Agents & Managers Assn., French Lit 
Springs hotel, French Lick, Ind. 


Asst. 
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. $10.00 per Mo. Disability 
On all policies. What everyone wants! 


. Golden Direct Mail 
—Solves your prospecting problem! 


. Non-Contributory Pension Plan 


Up to $400 per month Life-time guarantee of 
Renewal Income. Plus other benefits! 


. Accumulator—Iindependence Guarantor—ttc. 














Write today for Details of the Agency Plan Inq 


The COLUMBUS MUTU 


LIFE INSURANCE COMPANY 


Columbus 16. Ohio 


MITCHE! TREE 









New! Most talked-about plans in America ‘today! 


trici confidence 











“Top” commissions on 15 Contracts, (before grading) 
plus Production Bonus. 


Vested Long-Term Renewals plus 
Non-Contributory Pension 





Unbelievable Rewards to Your Agents 
for Helping You Build! 


with pisndly Home 


TERRITORIES; 


Opportunities ° ; . 
pen in: H ° 
Minois, hedeeess in: California, Florida, 


; owa, Kansas, Kentuck 

A L anaes Michigan, North Carolina, Obie 
ennsylvania, Texas, Virginia, Washington, 

D. C., and West Virginia, : 



























HERE’S YOUR PROSPECT 


He's 35 years old, married and has two children. 


He plans to retire at age 65 and would like to make pro- 
vision for that retirement, now. At the same time he must think 
about providing Life insurance protection for his family while 
they are growing up. 

He is fairly sure that he'll receive a pension upon retire- 
ment, but wonders what will become of his widow in the event 


she outlives him after his retirement. 


eo 


THE TRAVELERS 
INSURANCE COMPANY 


HARTFORD, CONNECTICUT 


Number SPECIMEN Cash Settlement $ 8, 1,50 
Insured JOHN DOE 
Contract Date DECEMBER 1,1951 Age 35 
Amount $ 10,000 Premium $ 281.40 Each Year For 30 Full Years 
Beneficiary MARY DOE, WIFE 
se ~“— to age 65 with Cash Salcedtsthonne — 1 wero 








$10,000 of Travelers Cash Settlement. 

At age 35 his annual premium will be $281.40. 

For 30 years, his family is protected by $10,000 of Life insurance. 

At age 65, he can get back every cent he put into premiums, either in a lump sum or 
as a monthly life income. 


Or, he can take $10,000 of Paid-up Life insurance plus $910.00 cash, for the pro- 
tection of his widow in the event of his death after retirement. 


*Rates and values slightly different in Canada. 


The Travelers Cash Settlement Life Contract offers your clients and prospects economical protection 
for both death and dependent old age. You'll find this contract has a genuine appeal to prospects. 


For further details, consult the nearest Travelers Life Manager or General Agent. 


FORD 


THE TRAVELERS INSURANCE COMPANY X CONNECTICUT 











